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No General Resistance to Prices 
H igher Hide Market Accepted as 


UNDREDS of merchants in 
H attendance in the Boston 

market, and in a _ buying 
mood, placed the largest amount of 
orders ever placed in a market sea- 
son. This was somewhat surpris- 
ing, because the recent rises in 
prices on hides, communicated to 
finished leather, has made a per- 
ceptible increase in all types of foot- 
wear. Some of the increased cost 
was taken up by the manufacturer, 
who, assured of a better average 
production for a period of two 
months, found ways and means of 
effecting economies that an_ in- 
creased production permits. 

Buying at this time, and for the 
fall season, is somewhat different 
from the buying policies for the 
Easter peak at retail. Preparation 
for Easter selling extends as far 
back as December, thereby giving 
five months of production for the 
selling of an Easter demand. Buy- 
ing for the fall, however, is crowded 
into the neck of the funnel. There 
is no buying for fall in May, very 
little in June, and the rush of orders 
in early July mean actual pro- 
duction in the last two weeks 
of July and the four weeks 
of August. Perhaps this was 
a factor in the situation of 
price that made no great re- 
sistance to a ten cent, twenty- 
five cent and fifty cent in- 
crease, according to the 
grades of shoes. 

Buying of conservative 


a New Basis for Values 


types of shoes simplifies a mer- 
chant’s program. Selections were 
made of shoes in black at an in- 
creased percentage over any previ- 
ous season. That is a factor of 
economy in shoe factory operation. 
When standard leathers and stand- 
ard construction is the rule, econo- 
mies are effected. 

Quotations on upper leather are 
up from one to five cents a foot. 
New styles of women’s shoes for fall 
require more area of leather and in 
some instances a greater quality 
than before. They require more 
leather than the dip-sided open- 
shanked cut-away styles of summer. 

With leather up a cent a foot, and 
shoes requiring ten feet more 
leather per case, that means an in- 
crease of ten cents a pair on a case 
of shoes; at two cents a 20 cent in- 
crease, and at 3 cents a 30 cent in- 
crease, and further increases in 
proportion. 

An outstanding opinion on the 
actual situation in 
the hide field has 
been prepared by the 


National City Bank of New York in 
its July bulletin as follows: 


NOTHER line which appears to 
be having a revival almost as 
pronounced as that of cotton goods 
is the hide and leather industry. 
This industry has not had a good 
year since the war. Heavy stocks of 
hides and leather accumulated as a 
result of overproduction during 
the war, continued overproduc- 
tion in later years due to large 
cattle slaughterings, and the unfa- 
vorable conditions in the shoe in- 
dustry which absorbs about 80 per 
cent of the leather output, have all 
contributed to make things difficult 
for the tanners. 

Due largely, however, to a policy 
of rigid production control, stocks 
at last have been worked down to a 
minimum, and the industry is ex- 
periencing a turn for the better 
which it is believed has good prom- 

ise of permanency. The table 
at the end of this article shows 
in a striking way the drastic 
liquidation in stocks that has 
taken place in recent years. 
Reflecting the greatly im- 
proved statistical position of 
the industry in this country 
and scarcity of hides abroad, 
hide prices have advanced 
sharply during recent months 
and are now substantially 
higher than at this time of 
any previous year since 1920. 


[CONTINUED ON PAGE 77] 
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Bigger and Better Profits 
Slaying the Curse of the Shoe Trade 





(In the June 11 issue of the Boor AND 
SHoE RECORDER we were privileged to re- 
print the contents of a booklet entitled “The 
Curse of the Shoe Trade,’ written by An- 
thony H. Geuting, president of the National 
Shoe Retailers’ Association. This booklet 
emphasized the real necessity of making a 
profit and pointed the way to a higher degree 
of prosperity in the retail field. Literally 
hundreds of merchants and manufacturers 
who have received this book have written 
to Mr. Geuting commending his stand, agree- 
ing with him heartily and urging him to keep 
up the good work. So constructive are many 
of these letters that the Boot AND SHOE 
RECORDER has asked for and received the 
privilege of publishing them. Several ap- 
pear on these two pages. Others will be used 
in our issue of July 23.—Editor’s Note.) 











Price Merchandise on Its Salability 


“Have just finished reading your book, “The 
Curse of the Shoe Trade, and How to Remove It,’ 
and think it one of the best pieces of constructive 
work that the National Shoe Retailers’ Associa- 
tion can engage in. 

“Have often heard your talks at the different 
conventions of the national association and ad- 
mired your stand for a fair mark-up. 

“We never did follow a percentage rule, but 
priced our merchandise to a certain extent on their 
salability. Thus we have always been able to dis- 
count our bills, and have yet to have a bill become 
overdue. But, even in spite of this, we cannot say 
that the shoe business is profitable, at least not 
in proportion to other lines of merchandising. 

“Let us suggest one method of bringing about 
this long-looked-for ‘fair mark-up.’ Have the 
manufacturers instruct their salesmen to tell the 
trade, not how cheap, but at about what fair mark- 
up the shoes should be sold for. 

“We have found numerous salesmen saying that 
shoes at $3.40 make a good $5.00 seller. In fact, 
some manufacturers use this rot in their catalogs 
and circulars. That always gets our goat. In 
our estimation a $3.40 man’s shoe should bring 
about $5.50, and ladies’ should be priced according 
to their style element, etc. 

“Manufacturers should realize that the very 
cut rate prices they advocate are what bring about 
the slow pay retailers, and finally failures. 

“A great many retailers take the salesman’s ad- 





vice as to what a certain shoe should sell for, and 
with a little more constructive work from these 
men a great deal of good could be accomplished. 
“Thanking you for the book, and assuring you 
that we are with you in this price battle.”—Phil 
Bleicher, Bleicher & Thomey, Kenosha, Wis. 


* * * 


Lifting the Firm Above Competition 


“We have just read your extremely interesting 
little book entitled ‘The Curse of the Shoe Trade,’ 
and are hastening to write you and tell you how 
thoroughly we subscribe to the principles outlined 
and advocated by you. 

“It has been our belief that the primary purpose 
of the business is to sell and merchandise at a 
profit, and if they cannot do this, then they should 
fold up their wings and fly away. 

“As a valued customer of ours, you were aware 
that we built quality merchandise. We intend to 
keep on doing so. It is our belief that no matter 
how cheaply we can build a pair of shoes, some- 
one can build them cheaper; so we have for many 
years followed the policy of lifting ourselves out 
of competition instead of trying to drop into it. 

“If a few more outstanding merchants would 
contribute thoughtful, progressive assistance to 
merchants in general such as you have succeeded 
in doing in your book, we are certain that there 
would be fewer failures, more successes, and more 
merchants making a success instead of earning a 
scanty living. We congratulate you.’”—Richard 
Stix, The Julian & Kokenge Co., Cincinnati, Ohio. 


* * * 


Too Many Merchants Fear to Ask a 
Profit 


“I am very pleased to receive your letter of 
the 13th and more than glad to have your book, 
‘The Curse of the Shoe Trade, and How to Re- 
move It.’ 

“You are to be congratulated for your efforts 
toward elevating the retail profession and making 
it a more self-respecting line of work—which it 
should be. . 

“T do not believe most of the smaller merchants 
—stores doing an annual business of $100,000 or 
less—are afraid to ask a profit in keeping with 
their effort and investment. It is also may im- 
pression too many shoes are priced according to 
the costs and not as to value and purpose; all of 
which you are aware. 

“Let us hope more retailers will learn to run 
their own business and pay less attention to the 
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other fellow. More power to you, and thank you 
again.” — Clarence W. Kelsey. Kelsey Shoe 
Shoppe, Binghamton, N. Y. 


* * * 


A Cure for the Weakest Spot 


“T am writing to acknowledge the receipt of 
yours of June 13. 

“The book you refer to has not been received, 
however the Boor AND SHOE REcoRDER published 
a text of the same in the last issue, which I read 
thoroughly and with a great deal of interest. 

“This, however, is not the only article along the 
same line that has either been spoken or written by 
you since you were elected president of the N. S. 
R. A. that I have read with keen interest. It is the 
most valuable message that has been offered the 
retail shoe dealers as far back as I can remember. 

“Tt is, if followed, a cure for the weakest spot 
in the retailing of shoes today. Manufacturers, 
through their salesmen, and spellbinders at con- 
ventions have preached the slogan—Sell Shoes 
Close—and a dealer who was inclined to make a 
profit on his merchandise was not particularly pop- 
ular with the manufacturer, and I am more than 
pleased that one of your very high standing in the 
trade has the courage to come out in the open and 
preach a better mark-up.”—J. M. Robinson, Rob- 
inson Shoe Co., Kansas City, Mo. 


* * * 


Stopping the Drive for Volume 


“T read the ‘Curse of the Shoe Trade’ yester- 
day and assure you I appreciate this book so much 
that I am going to work for your 40 per cent. 
Have been averaging 37 per cent gross, but be- 
lieve we are entitled to all of 40 per cent. 

“Believe education like this will make some of 
the dealers change their tactics of driving for vol- 
ume at little or no profit, to a profitable business, 
thereby removing this sale business in better shoes 
at the beginning of the season.”—R. C. Gerheim, 
Walk-Over Boot Shop, Johnstown, Pa. 


x * * 
We Value Ourselves Too Lowly 


“T am in receipt of your splendid little book 
entitled, “The Curse of the Shoe Trade.’ 

“The whole trouble with the shoe craft in gen- 
eral is one thing. We place too low a standard on 
our profession, and I term it a profession in all 
sincerity, even though we have not yet been so 
recognized by the rank and file. No one, as yet, 
has gone broke taking a profit, and more books 
like yours, more publicity along these lines in our 
trade papers, and more education in general to the 
shoe man, who is still sleeping and has not yet 
awakened to a new era of overhead, is bound to 
bring about a great change and give us the place 
that is due us in the mercantile field. 

“A larger jobber said to me on a golf course in 
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northern Michigan not long ago: Eighty per cent 
of the retailers in the shoe business are broke and 
have not realized it yet. How many of our cus- 
tomers would believe it if you were to tell them. 
What is the answer, then? I say GET A PROFIT 
that is due you. Again, Mr. Geuting, I thank you.” 
Charles B. Fisher, Fisher’s Walk-Over Boot Shops, 
Toledo, Ohio. 


* * * 


Sell Service—Not Shoes 


“IT am taking this opportunity to reply to your 
letter of June 13 and to thank you for the booklet 
sent us. 

“T admire the fearless attitude that you have 
taken in the article, and what you have to say 
is based on sound principles. 

“The temptation to accept lower prices, how- 
ever, has, and is, putting many concerns, not only 
dealers, but tanners and manufacturers, out of 
business. 

“Those who are getting weary of competition 
have figured it out that by ‘consolidation’ they can 
avoid their troubles, and many consolidations are 
taking place, only aggravating the situation by 
bringing on absentee management. 

“TI agree with you that the man who sells ser- 
vice, not leather or shoes, is the man who will 
come out in the long run. Your little book will 
give the people who read it a little more backbone 
—which is all they need.”—Joseph C. Bryon, presi- 
dent, The Hagerstown Shoe & Legging Co., 


Hagerstown, Md. 
* * x 


The Credit Man Likes the Idea 
“Your book, ‘The Curse of the Shoe Trade,’ is 


a vital message which should have a ready response _ 


and the full cooperation of the whole industry. 

“Viewing the subject from the credit executive’s 
angle, our duty to the individual member is to de- 
mand, and rightfully, that he either make a profit 
or quit, and if this rule was made imperative it 
would be the answer to your admonition. 

“The merchant making a profit is a legitimate 
credit risk, but the man showing a loss must either 
change his methods of merchandising or be classea 
an undesirable risk, with the inevitable result. 

“The mark-down element of merchandising, due 
to rapid style changes, makes it an absolute neces- 
sity that the mark-up percentage be increased, that 
the average be sufficient to place the business in the 
profitable class. There is just one answer—they 
either do it or quit. 

“IT am of the opinion that if you would solicit 
the cooperation of the credit fraternity with your 
very vital message, you not only would receive a 
ready response, but quicker results than an appeal 
to the manufacturer and jobber as a class, as it is 
in line with what the credit counselor considers his 
duty to the individual merchant.” Henry F. An- 
drews, Credit Counselor, N. B. Thayer & Co., Inc., 
East Rochester, N. H. 
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: Getting More Shoes Sold Right 


‘Not Over a Dozen Style 
Notes 


NE of the outstanding accomplishments of the 
mid-summer market is the beneficial effect 
produced by conservative buying policies. The 
merchant, who in former seasons used the shot 
gun method of buying, 24 pair here and there of 
everything, smart or wild, threw that policy out of 
the window. In the midsummer market he found 
that a rifle was a much better instrument for the 
picking of good patterns for his fall selling. 

A half dozen shoes well bought, with plenty of 
sizes and widths, gives him a target for fall sell- 
ing that is much better than a side wall of shoes, 
peppered with fancy novelties. 

One of the best observations of the week was 
made by Ernest Burrell, whose series of tabloid 
articles on shoe store systems have appeared in the 
RECORDER over a period of ten weeks. Mr. Bur- 
rell says: “The most wonderful organ, played by 
the most skillful artist, can only strike ten notes 
at a time, augmented by the two foot pedals, mak- 
ing twelve in all. The most exquisite harmony is 
seldom over six notes to a chord, even if the organ 
has three hundred possible keys. The shoe mer- 


chant cannot hope to sell every style in the house 
every day. By concentration on certain styles at 
a definite time, a real harmony of sales may be 
played by the master merchant.” 

He expresses perfectly the policy followed by 
many alert merchants who are looking for both 
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profit and prestige this coming fall. Shoe service 
to the public will be better by this concentration 
on good selling numbers, because more widths and 
sizes are available per number. Also, there is a 
by-product in the lack of confusion in the floor 
salesman’s mind. If the shoe trade can continue 
through the fall at the gate started in July, then 
the end of the year will make up for the deficit of 
profits of the mid-season. 


Why Boys’ Feet are 
Improving 


HIS mid-summer some 35,000 boys will attend 

fifty-seven military training camps. Year by 
year these young men are given this treatment of 
body and mind in the making of a junior military 
body conversant with army life and military func- 
tions. 

Foot inspection plays a prominent part in the 
routine of their camp service. It takes army ser- 
vice and marching to properly harden young men’s 
feet for the soldier’s job. Great attention is paid 
to shoes. There is no question but what the feet 
of young men of the future will be in better shape 
than those of the past by what is taught at these 
camps. 

Government inspection will do much to help, but 
common sense will do more. No young man com- 
ing back from an army trial “hitch” will tolerate 
uncomfortable shoes. 

Balloon toes have contributed a great service to 
the betterment of feet, and they should be con- 
tinued. Style has its place in footwear for men, 
but it should be built up on good fitting lasts that 
have ample ball and toe room. Never again will 
feet be tortured as in the past. 


All Up—A Profit Per Pair 


O one contribution to the intelligence of an in- 
dustry has met with a more wholesome re- 
sponse than the booklet by President Geuting, “The 
Curse of the Shoe Trade.” It was one of the out- 
standing features of our issue of June 11, and is 
well worth reading again and again. Hundreds of 
merchants have expréssed themselves in letters to 
Mr. Geuting and we will from week to week pub- 
lish some of the outstanding opinions. The mind 
of an industry must be set “for a profit,” and that 
profit must be made in the retail shoe store if it is 
going to communicate itself through the trade. 
The idea is profit per pair. It is not normally 
expected that the output of shoes can in 1927 be in- 
creased by millions of pairs, therefore the profit 
must be made in the individual shoe as sold. 
Those who have watched with awe store profits 
decrease as store volume mounted must have a 
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kindly fellow feeling for the outraged college 
alumnus of a few years back. This perturbed gen- 
tleman, listening year after year to the consola- 
tory description “Glorious in defeat” applied to a 
college football team as Harvard thoroughly and 
consistently wiped the playing field clean with blue 
jersies, lost his temper and in a fit of exasperation 
uttered the famous words, “To hell with glorious 
defeats. Give us a few inglorious victories.” 

We look for some bold spirit to rise at a 1927 
convention of the retail fellowship and paraphrase 
that cry from an embittered heart into “To hell 
with beating last year’s volume. Give us a few 
more profits.” 

You are not in business for love, charity or un- 
rewarded service. You are in business to make 
money. You do not work to pile up a sales total 
about which you can brag to your friends. You 
work to produce a profit about which you can brag 
and write into your bank statement. 

Which best fulfills 
the purpose of your en- 
deavor—sales of $600,- 
000 at a net of 1 per | 








. 





cent, or sales of $500,- 
000 and a net of 1% 
per cent? The extra 
hundred thousand is 





gained at the expense of 
drive, drive, drive. It 
taxes your ingenuity, 
your store machinery; 
it increases your ser- 
vice expense; it adds 
disproportionately to 
your advertising appro- 
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. * 7 
The ‘Reason Why 


REED SHOE COMPANY 


Abilene, Texas  o | 


We would consider it impossible to merchandise 
and keep in advance of the trends of styles, espe- 
cially so in women’s footwear, were it not for the 
weekly information we receive through the Boot 


We consider it a valuable asset for the further- 
ance of a legitimate retail shoe business. 
every man in our sales force in our four stores reads 
the RECORDER weekly and we find it very beneficial 
in improving their sales ability and in making better 
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ting it is enormously high, and that cost attends on 
not only the sales above last year’s total, but on all 
the sales; not only on the extra hundred thousand, 
but on the whole $600,000. 

No one will deny the value of a mark to shoot 
at. When a department head is kept supplied with 
figures showing what he has to beat he is able to 
plan his attack on par logically and well; he has, 
too, a definite goal and that always is an incentive. 
The same is true of salespeople. Let them know 
daily their sales figures for the corresponding day 
last year and they get the spirit of the game. They 
are out to beat themselves. Many a store has 
proved the value of this scheme. There is, how- 
ever, this essential difference between the buyer 
and his salespeople: The latter make their gains 
by actually producing what they are paid to do— 
bigger sales. The buyer may do the same for his 
department; but, is he paid to make merely bigger 
sales? Isn’t he paid to produce bigger profits? 
And can he consistent- 
ly do it when he is be- 
ing constantly pressed 
from above to beat last 
year’s figures—volume 
figures? 








Thousands of people 
are riding horse back. 
The return of old ““Dob- 
bin” to popularity is 
astonishing. It just 
goes to show that peo- 
ple are becoming sur- 
feited with too many 
motor cars and want 


Each and 


priation; it entails salesmen out of them. en elt of tanien o 
markdowns, mark- By all means, every shoe merchant should be a g 
downs, markdowns. subscriber to the RECORDER, and we can truly say it soo d horse between 
And it is where your has been instrumental in building us a quarter million their knees. Riding 
dollars of retail stores in the west of the great state boots for men and 


legitimate profit goes. 
It is like trying to in- 
crease the speed of a 
ship. She uses engines 
of 10,000 hp. to get a 
speed of 20 knots. To 
increase that to 25 
knots the engine power 


of Texas. 


done. 


Yours very truly, 
(signed) C. H. REED. 


Mr. Reed lives up to his name. 

He reads the REcoRDER every week with an ob- 
serving eye and intelligent mind. 

Furthermore, he is broad-minded enough to 


want his sales force to grow and succeed as he has 


women are something 
to consider carefully. 
Watch your parks and 
bridle paths and see 
how many people you 
see mounted. Perhaps 
there are some extra 
sales you have been 


needed is 15,000 hp. To A shoe dealer wrote us recently that he didn’t overlooking. 

gain one-fourth in want his “clerks” to read the RecorpErR—they a ame ad 

speed, you use one-half might know too much. 

more power. Liken the That’s why they’re only “clerks.” Vacation time ap- 
ship’s speed to your Mr. Reed employs only salesmen. proaches. It may be 


sales volume and the 
engine power to your 
cost of getting that vol- 
ume. You get the extra 
volume result you strive 
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one of the most profit- 
able times of your shoe 
year if you have what 
they want when they go 
away to seashore or 
5 mountains. 


President. 














for, but the cost of get- 
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The ballroom of the Hotel Statler as it 
looked during the show. Beneath the 
balcony were booths. Signs gave the 
names of exhibitors, number of the ex- 
hibit, and number of the sample room 


Charles C. Hoyt (right), treasurer 

of the New England Exposition 

and Style Show, poses with T. F. 
Anderson, the secretary 





THE BOSTON 
SHOW 
HX PHECWOURE 


ROM all parts of the country have come 
Fr receases of congratulation to the commit- 

tees who put over the New England Shoe 
and Leather Fair, better known as the Boston 
Show, which ended Thursday evening, July 7. 
Merchants, manufacturers and leather men 
unite in saying that it was signally sucessful in 
bringing men together, in promoting good fel- 
lowship and in telling the story of New En- 
land footwear. 

Among the many entertainment features of 
the week none stands out more prominently 
than Country Club Day when some 175 golfers 
played over the well-known Commonwealth 
course and attended a dinner in the club house 
after the play was over. 

High honors of the tournament were shared 
by C. E. Petot, well-known retail shoe mer- 
chant of Cleveland; and Charles H. Furber, a 
member of the BOOT AND SHOE RECORDER staff. 
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performance 


Mr. Furber led the field with a score of 75 
and Mr. Petot won the low gross among the 
retail merchants, the prize for which was a 
set of registered clubs and bag. William H. 
Larkin presided at the dinner and prizes 
were awarded by Francis Ouimet, well- 
known golfer. The leading scorers and 
prize winners were: 
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CEE ere 90—24—66 
nsec ecweensiowewae 77—10—67 
Ee ee rerenn ee 87—20—67 
NE aie meandered wales 87—20—67 
ly SEE rere me 91—-24—67 
i acl 2d act paar cl 78—10—68 
EE rr er eee 94—24—70 
a ai Baign Reaiaioh 84—13—71 
ey Ee eee oe err 81— 9—72 
RETAILERS 
a Sa leigh mista miei 91—-27—64 
i a 98—30—68 
i a aie k hig a emiminawee 96—28—68 
ff rs error 82—12—70 
EE Re ree 85—12—73 
ee a aaa eee 89—16—73 
on tal ee tebeenaseenesen 94—18—76 
ALLIED 
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A group of show celebrities—Buford 
H. Jones, president and general chair- 
man; Fred en, prologue of the 
vaudeville show; Paul O. MacBride, 
head of the entertainment committee, 
and Hugh Anderson, who staged the 






















C. E. Petot, 
golfer. Hewon 
first prize om 
Country Club 
Day 














The Stetson 
girls in person, 
caught just as 
they opened 
their initial 
performance in 
the Georgian 

Room 
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He took the prize as 
the best dressed golfer 
—George M. Spang- 
ler, N. S. R. A. man- 















Driving off at the first 
tee of the Common- 
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Some of the Coun- 
try Club Day com- 
mittee. The chair- 
man, W.H. Larkin, 
is in the upper row 
at the right 


a EE. soc dscncwsedeurs’ees 


a eer rr 92—25—67 
Ss = ere or rr 77— 7—70 
OG 2 Se ee ee 78— 8—70 
A ea ee re 87—15—72 
Ce ee EE 6 cts reeniveucbeewanrnees 84— 9—73 


The wives and daughters of buyers, as well 
as several women buyers, gave many expres- 
sions of their appreciation for the liberal 
hospitality extended to them. Particularly 
were the ladies pleased with the motor trips, 
the all-day trip to historic Plymouth, with 
many side trips and a half hour visit to the 
John Alden House at Duxbury; also the de- 
lightful North Shore visit, with bridge whist 
and elaborate tea at the new and delight- 
ful Salem Country Club, at which Mrs. Bu- 
ford H. Jones, honorary chairman, and Mrs. 
William H. Bresnahan, were hostesses. The 
party also saw “Twinkle Twinkle” at the 
Colonial, under the supervision of Miss Mar- 
garet J. Monahan, and this concluded the 
round of gayeties. Helen M. Haney, execu- 
tive chairman, had special supervision over 
the motor trips and dinner at the Hotel Pil- 
grim, and with Miss Monahan presided at 
the registration and reception booth, record- 
ing the largest number of women who have 
ever attended a Boston Shoe and Leather 
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This pictorial section seems 
to be mostly golf, doesn’t it? 
Here are a few of the prizes 


Fair. The prizes for the bridge whist were 
elaborate, and each lady received a silver van- 
ity case. The chief prizes were five in num- 
ber, Mrs. Albert Leopold of Youngstown, Ohio, 
winning first prize; Miss Irma Mitchell of 
Louisville, Ky., second prize; Miss Ruth Dale 
of Williamsport, Pa., third prize; Mrs. H. 
Goldman, Springfield, Mass., fourth prize; Mrs. 
Arthur L. Sweet, Fashion Boot Shop, North 
Attleboro, Mass., fifth prize. 

No account of the show would be complete 
without mention of the Stetson style show, 
staged by the members of the Stetson troupe in 
the Georgian Room on the mezzanine floor of 
the hotel. In all six performances were given 
under the personal direction of General Man- 
ager Charles T. Heald. The Stetson band, also, 
rendered yeoman service, giving concert after 
concert in the ballroom when the vaudeville 
entertainment was not in progress. The Stet- 
son activities concluded with a big banquet at 
which Sales Manager E. T. McBride acted as 
toastmaster, having as his guests at the head 
table A. W. Little, president of the company, 
and the members of the board of directors. The 
dinner was attended by seventy-five salesmen 
and Stetson retailers. The Stetson style show 
orchestra and four of the girl troupe enter- 
tained during the dinner. 
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D. F. Sullivan, of 

Fall River, Mass., 

poses with a_ niblic 
or something 





A. H. “Tony” Geuting 
watches his opponent 
top a drive 
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A group of the entrants in the Perfect Foot 


Contest and two of the prize winners. 


Miss 


Betty Carroll (left) took first prize and Miss 
Irene Minard (right) took second 


Kid Tanners Find Cinderella 


N interesting feature of 
A show week in Boston 
was the perfect foot 
contest conducted by the Kid 
‘Tanners’ Association and aided 
by the Boston Evening American. The contest was 
staged in Parlor C on the mezzanine floor of the Hotel 
Statler and entrants by the dozens were put on the 
stand and their feet subjected to all the measurement 
tests which could be evolved by the committee in charge. 
Black-haired and brown-eyed, a Hyde Park Cinderella 
was crowned “Miss New England” in the Boston Even- 
ing American Perfect Foot Contest. 

Miss Betty Carroll of 22 Oak Street, Hyde Park, a 
former student of the Notre Dame Academy, was 
awarded $100 by this newspaper in recognition of her 
distinction over hundreds of other contestants, an order 


Perfect Foot Contest Conducted in 
Statler During Show Week 


for a pair of I. Miller shoes at 
Hovey & Co., the Kid Tanners’ 
Gold Medal and an order for 
Onyx Pointex Hosiery at Fi- 
lene’s. She wears a size 4B. 

Despite keen competition, she emerged triumphant. 
This is her first contest. Betty is 21, and lives at home. 

As second prize winner, Miss Irene Minard of 23 
Hanson Street, Boston, was given $25 by the Boston 
Evening American, a similar order for I. Miller shoes 
at Hovey’s, the Kid Tanners’ Silver Medal and also the 
stocking order. 

Miss Alice Nelson of 76 St. Stephen Street, Back 
Bay, received third prize, $15 in cash and a bronze 
medal, shoes and stockings. Fourth prize went to Miss 
Virginia Sample .of 1940 Commonwealth Avenue, 
Brighton, which included $10 in cash, an order for 
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Hovey’s I. Miller shoes, and a stocking order. Miss 
Ethel Johnson of 32 Highland Street, Canton, as fifth 
winner got $5 in cash and an order for shoes and 
stockings. 

In a blaze of color displayed by the variety of kid 
shoes—the newest in fall footwear—25 Boston girls 
promenaded while Parlor C of the Hotel Statler was 
crowded to capacity. The twenty other girls were 
awarded I. Miller shoes and Onyx 
hosiery each. 

The remaining twenty prizes 
were given to: Flo Nickerson, 
Catherine Horrigan, Anna Pulof- 
sky, Jennie MacDonald, Helen 
Sweeney, Marjorie Greenford, 
Irene Monahan, Edith Ricard, 
Doris Smith, Muriel Anderson, 
Audrey Gilman, Helen Sullivan, 
Leola Ricketson, Ramona Terrill, 
Edith Davis, Mae Downey, Mar- 
garet Publicover, Gladys Savay, 
Ruth MacLean, Alice Powers, 
Helene M. McNamara, 300 Ham- 
mond Street, Bangor, Maine; 
Mrs. Robert D. Kent, Dorset, Vt.; 
Idyl R. Evans, Grandview Manor, 
Salem, N. H. 

Judges of the perfect foot con- 
test conducted by the Boston E've- 
ning American with the coopera- 
tion of the Kid Leather Tanners’ 
Association included Wilson Mc- 
Neely, Philadelphia, of the Kid 
Tanners, George Burrows, repre- 
senting the manufacturers, Geo. 
D. Hirst, James J. Lyons and a 
representative of the Boston 


American. 
CHD 
Walk-Over Dealers Meet 


Hold Annual Convention at Campello 


APABLE speakers, handling topics with which they 
are thoroughly familiar, and real constructive dis- 
cussion from the floor, helped to make the fourteenth 
convention of the Walk-Over Dealers’ Association, help 
at Campello Thursday and Friday, July 7 and 8, one 
of the most interesting in the history of the association. 
The Geo. E. Keith Co. played the part of host for the 
dealers and their guests and provided a brand of en- 
tertainment that made the entire affair most enjoyable 
for all who participated. 

One of the highlights of the sessions was the pres- 
entation by Harold C. Keith, president of the Geo. E. 
Keith Co., of silver serviee medals to 25 of the dealers 
present who have sold Walk-Over shoes at retail for 
25 years or more. The company’s records show that 
there are 87 dealers on this honor roll of veteran 
dealers, a record of which the company and the re- 
tailers alike may well be proud. 

New officers of the association were elected as fol- 
lows: President, Milton G. Harper of Philadelphia; 
vice-president, Al A. Stentz of Fort Wayne, Ind.; secre- 
tary-treasurer, Earle F. Woodward, Newark, Ohio. 
Both Mr. Harper and Mr. Stentz were unable to attend 
the meetings. 

Aside from the business sessions, which were packed 
full of valuable personal experience in the retail shoe 





Miss Alice Nelson, winner of the third prize 
in the Perfect Foot Contest 
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field, the entertainment program was a varied one. 
Automobile tours for the women were arranged on both 
days, one along beautiful Cape Cod, the other a tour 
of historic Boston. Dealers who play golf were en- 


abled to get in a game or two; others played bridge. 
A special baseball game was provided for the entertain- 
ment of the dealers and guests, as was also a volley 
ball game. 


On Thursday night a style 
show was presented under the 
direction of Frank E. Packard, 
especially featuring men’s shoes. 
Every shoe shown was a Walk- 
Over, made in Walk-Over fac- 
tories. One of the innovations 
was a turnstile, billed as “The 
Autumn Turn (of) Styles.” Seated 
on this, charming models were 
slowly revolved over the heads of 
the audiences that a close-up of 
the shoes was available. There 
were several clever specialty acts, 
one being a Spanish tango dance 
number presented by Freda and 
Sydney, Jr., children of Sydney 
Stokes, retiring president of the 
dealers’ association. 

Several of the dealers took part 
in the burlesque style show which 
was put on Friday night follow- 
ing the banquet, at which the 
women also were present. Re- 
tailers who participated in the 
affair included Harry Schutz of 
Louisville, Ky.; Jack Harris and 
F. S. Fathers of New York, 
Arthur R. Mandeville of Trenton, 
N. J.; Carl Fliessbach of Chicago, 
Paul A. Jesberg of Los Angeles, 
Irving B. Howe of Boston, E. F. 
Woodward of Newark, Ohio; Leo Garneau of Lawrence, 
W. Leslie Seaman of New York and Robert J. Coleman 
of Akron, Ohio. 

Dancing was enjoyed in the Walk-Over hall; there 
was a band concert, and a spectacular display of fire- 
works. To this evening program Walk-Over associates 
and members of their families were invited, and thou- 
sands thronged the beautiful park. 


This Enclosure Says “Thanks” 


LOTTER advertising is as old as the hills. It is 
so old, in fact, that it is a good thing to be re- 
minded of it every once in awhile. Nothing remarkable 
about the one shown here and used as a package in- 


THANKS 


[~ For the purchase you have just made 
d, We hope same will prove satisfactory | 
/ as it is our aim to give you the best | 
value for the price you paid. | 














“Character Footwear and Hosiery” 
Cinzens Bank Bid, Uniontown, Pa. 











closure by F. R. Getty of Getty’s, Inc., Uniontown, 
Pa., but, as Mr. Getty says, “we feel that this is 
creating a lot of good will. Almost everyone says 


‘Thanks’ in returning change after a sale has been 
made. 
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Te attendance at the Boston 
Shoe and Leather Fair, held 
last week, was exceptionally 
good. Buying was healthy and mer- 
chants took no pains to conceal what 
they had bought. On this page and 
the one following, therefore, we are 
able to give a resume of what was 
bought by merchants in many parts 
of the country—the whole giving a 
very good cross section of merchant 
opinion as to what will sell when the 
fall season opens. Here is what 
they told us: 


For Men—Broader Lasts 


Washington, D. C.—Gilbert Hahn 
of Wm. Hahn & Sons said: “I have 
bought 60 per cent of men’s black 
shoes and 40 per cent men’s tan 
shoes. I have bought much on grain 
leather in broader toes, with leather 
heels, and in narrower toes with 
rubber heels. Lasts show a ten- 
dency toward broader effects.” 

* * * 


Black and Brown 


Holyoke, Mass.—Max Brown of 
The Brown Booterie sees a tendency 
toward lower heels in women’s shoes 
for fall and has bought his stock 
for the months just ahead with this 
thought in mind. “I have bought 
liberally on women’s shoes in black 
and in various shades of brown in 
14/8 to 16/8 heels, staps predomi- 
nating,” said Mr. Brown. 

* * * 


Straps in Cuban Heels 


Buffalo and Rochester, N. Y.— 
Robert K. Howard of E. W. Edward 
& Son buys for all of the basement 
shoe departments of these stores. 
“IT have bought many straps with 
Cuban heels for women; also gore 
pumps, with alligator and reptile 
trims on plain black and tan leath- 
ers,” said Mr. Howard. 

* * * 


Two-Thirds on Women’s Oxfords 


Springfield and Holyoke, Mass.— 
Harry Goldman, buyer of the Bond 
Shoe Store, has bought liberally on 
women’s suéde shoes, in the per- 
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What’s Good For Fall 


Merchants Who Came to the Boston Show from 


All Parts of the Country Tell What 
Styles They Bought 


centage of 50-50 on black and tan; 
two-thirds of his purchases have 
been on oxfords. 

* * * 


Black Suede Good 


Fairmount, W. Va.—J. C. Welton 
of Shurtleff & Welton, a conserva- 
tive high-grade store, bought a gen- 
eral line of better grade shoes. “I 
am buying brown ties, a lot of step- 
ins with gorings. I personally look 
for a continuation of patent leather 
as a dress shoe proposition in pumps 
and other types. I have bought 
Cuban heels on 70 per cent of my 
shoes. I have bought black suéde in 
a high front gore pump with an 
18/8 heel.” 


* * * 


Ties for Children 


“In children’s lines I have bought 
practically all low shoes for fall in 
patterns as nearly as possible on 
the lines of the grown-up models. I 
have bought many ties for the 
youngsters.” 

* * * 


Scotch Grains for Men 


“In men’s lines, I have bought 50- 
50 on black and a dark shade of tan 
in Scotch grains in young men’s 
styles. Medium toes have _ been 
given the preference by me. About 
40 per cent of our line will carry 
rubber heels. We do not intend to 
carry many sport numbers, as, while 
we have sold some of these shoes 
with rubber soles, we do not move 
a great many throughout the trade 
we serve.” 

* * * 


Stroller Tans Favored 


Toronto, Ont.—H. S. Bond, buyer 
for all three departments of D. D. 
Hawthroen, Ltd., says: “I am stick- 
ing to stroller tans in both men’s 
and women’s shoes. In women’s 
lines, step-ins are good and will stay 
in favor for fall, with some gore 
effects. Ties will take the place of 
straps. Many black and white sport 
models will be worn. 

“As to men’s shoes for fall, there 


will be a more conservative balloon 
toe than heretofore. Men _ will 
choose their shoes with more regard 
‘For the Occasion’ than for the past 
seven or eight years. There will be 
more dress shoes for men, more 
sport shoes, more business shoes, 
needed. Black shoes will predomi- 
nate.” 
* * * 


Buys Men’s Grains 


Boston, Mass.—James M. Foley, 
buyer of men’s shoes for the two 
Leopold Morse & Co. stores, has 
bought soft grains in Scotch and 
Norwegian effects on medium toes, 
in a heavy type of shoe with double 
soles. Black and tan have been pro- 
portioned in the ratio of 50-50. Mr. 
Foley believes that the only high 
shoes sold by him will be in kid or 
in the heavy calfskin. He says that 
he is planning to cater to the 
younger man with a double sole in 
a Norwegian grain. 

* * ¥* 


Buy Suede Ties 


Attleboro, Mass.—A. L. Sweet, 
buyer of The Fashion Boot Shop, 
has bought black and dark brown 
suédes for his women’s trade, in a 
goodly proportion of straps and ties. 
In men’s shoes, he has bought fine 
black calf and the same leather in 
dark browns; he has chosen his lasts, 
both for men and women, with nar- 
rower toes. Men’s shoes chosen by 
him show conservative rather than 
“doggy” lines. 


* * * 


Black 65 Per Cent for Women 


New Haven, Conn.—Sydney 
Stokes, buyer for The Walk-Over 
Stores and president of The Walk- 
Over Retail Shoe Association, has 
bought strongly on lizards, with a 
goodly supply of alligator, particu- 
larly in the brown tones; brown 
suédes with lizard trims; black 
suédes with patent leather trims, 
and patent leather with black lizard 
trims, with many plain patent 
leathers; also black lizards, with box 
heels and French heels. He has 
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bought blacks for fall in the propor- 
tion of 65 per cent. He has bought 
two shades of darker browns for 
fall. 


+ * 


Black with Few Stroller Tans 


New York City—H. J. Wood, who 
merchandises all of the shoes for G. 
R. Kinney Co., has bought practi- 
cally all of his shoes in black leath- 
ers, with a sprinkling of 
stroller tan in women’s 
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and am buying 95 per cent blacks; 
I have bought a few reptiles in 
higher priced shoes.” 

* * * 


Ties Will Be Good 


Gloversville, N. Y.—Clarence P. 
Willard has bought browns and 
blacks in women’s lines, mostly in 
three eyelet and other ties, and one 
straps, in heels up to 18/8. He be- 
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fects in oxfords and in high shoes, 
according to the different localities 
in which the shoes are sold. 

In men’s shoes, Mrs. Shine has 
bought many blacks and a few tans 
in the darker shades of calf and 


side leathers. 
* * * 


Ties Look Good 


York, Pa.—Lee Reineberg of Lee 
Reineberg & Son—‘“I be- 
lieve that straps and ties 





lines; a sprinkling of black 
velvet, with black ooze for 
a follow-up. The patterns 
selected by him are one- 
strap, step-ins and pumps, 
in medium heels, and with 
heels as high as 19/8. “In 
men’s lines, I have bought 
50-50 on black and tan in 
Norwegian grain and sport 
models; the broad toe con- 
tinues popular.” 


* * * 
Lots of Plain Black Patent 
Norfolk, Va. — G. 


Schwarz of the Cinderella 
Boot Shop, has bought “lots 
of plain black patent leath- 
er and kid for fall,” he says, 
in plain, simple effects; he 
has bought many ties and 
step-ins; many fancy bro- 
cades that will dye well; 
many black satins; in 
pumps and one straps. In 
heels he is buying nothing 
higher than 20/8. “Every- 
thing looks good for next 
season,” says Mr. Schwarz. 


kid; 


* * * 
Black Satins Good 
Savannah, Ga. — Mark 


Silvers, buyer for Fayer’s Boot 
Shop, Inc., says that patent leath- 
ers, black kid and black satins, in 
ties, step-ins, one straps and 
pumps in heels of about 14/8 to 
20/8 are his favorite in his new 
fall stock, which he has been buy- 
ing here. He says that his sec- 
tion of the country looks pretty 
good, with weather just right for 
the corn, cotton and tobacco crops, 
a condition favoring all three, a bit 
unusual, he says. 
* * * 


Buying 95 Per Cent on Blacks 


New York City.—Jack Macht, 
who buys men’s shoes for The 
Charles Stores Co., says that he 
has bought 95 per cent on black 
shoes. “Last year I followed other 
people’s advice and bought many 
light colors,” said Mr. Macht. 
“Now I am following my own ideas 


Blacks lead in the new orders. 
one firm reports 70 per cent blacks, counting 50 
per cent patents, satins, suedes and dull calf and 
alligator, 
Reports on suedes differ. 
One merchant said, “The real demand for them 
will come in September.” 
high colors, it’s the same old story. One Lynn 
firm sold so many real alligator shoes that it 
bought all the alligator skins one dealer had. 
Those snakeskin specialties, including even golf 
bags, are setting a pace for the rest of the rep- 
Most of the new high-style business is on 
narrow toed lasts, meaning narrower at the 
Style Conference two months ago, and heels 
not over 18/8 high. 


lizard and morocco. 


tiles. 
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also black fancy grains, like 


lieves that shiny black waxed calf 
will be good in women’s lines. 


* * * 
Black 60 Per Cent—Tan 40 Per Cent 
Fort Wayne, Ind.—Mrs. Nate 


Shine, buyer for the 14 Nate Shine 
Shoe Stores, is buying a general 
line in women’s shoes, 60 per cent 
black and 40 per cent tan for Sep- 
tember and October; for November 
and December she intends to buy 
more black in mat kid, gun metal 
calf and patent, with patent predomi- 
nating. She has bought cut-out ox- 
fords, straps and pumps, in buckle, 
beaded effects and plain pumps. 
She believes that Cuban heels will 
predominate. 

In children’s shoes she _ has 
bought plainer effects with patent 
predominating and many tans, no 
colored shoes. She has purchased 
patent, gun metal and tan sport ef- 


For instance, 


With browns and 
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with medium heels predomi- 

nating, will be good sellers 

for fall and I have bought 

accordingly. Ties look es- 

pecially interesting to me.” 
* * * 


Lots of Well-Made Blacks 


New York City.—Abra- 
ham Hass, proprietor of 
Hass Shoe Co. (Inc.), who 
sells men’s high grade 
shoes exclusively, at 88 De- 
lancey Street, says that he 
has bought for fall fully 75 
per cent black shoes. “With 
black shoes for men selling 
in the ratio of over 80 per 
cent now, they will surely 
keep up almost that propor- 
tion for fall and winter,” 
said Mr. Hass. “My cus- 
tomers consist mostly of 
the foreign element, who 
examine carefully the con- 
struction of shoes—they 
must be made well. They 
want a nice, soft leather. In 
sixty numbers we have per- 
haps 12 to 14 kid shoes, 
whereas the average store 
carries only two or three 
styles of this kind.” 

During Mr. Hass’ stay in 
Boston he addressed the executives 
and workers of The Commonwealth 
Shoe and Leather Co. on “The Im- 
portance of Good Workmanship.” 





NATIONAL SCRIBES WIN 
BAGS 


Boston.—One of the pleasing 
incidents of Country Club Day of 
the Boston Shoe and Leather 
Fair was the presentation of two 
bag brief cases, made and do- 
nated by The Barbour Welting 
Co. of Brockton, to N. S. R. A. 
Secretary George M. Spangler 
and N. S. T. A. Secretary T. A. 
Delany. These bags were given 
in recognition of the good trade 
co-operative work of these two 
national scribes. They were 
awarded to them at the end of 
the golf tournament. 
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Merchant Is Now Campaign Keystone 


New Plan to Advertise Men’s Shoes Nationally 


By DONALD W. BOLT, 


Chairman of Ways and Means Committee of N. S. R. A. Advertising Board 


in any 


The National Advertising Cam- excess of the amount the retailer 


O single individual 
N industry has the resources at paign, sponsored by the National will invest in the campaign. There 
his command to stem the tide Shoe Retailers Association, is a will be a unanimity of appeal in this 
that is making inroads on his busi- campaign to increase, through na- advertising which could not possibly 


ness. No. single individual 


afford to do national idea selling. the consumption of men’s shoes. 


The cost would be prohibitive. 


can tional advertising and dealer tie up, be effected in any other manner. 
In this presentation it is assumed 
Co- The campaign will be of four that everyone engaged in the shoe 


operative advertising has been the years’ duration, and actual advertis- industry is convinced of the follow- 


answer and proved the solution to ing in national publications will ing: 
(1) That there exists today the 


the ever-increasing problem of as- start in January, 1928. Work with 


suring an industry that it will get the retailer has been started. 
its fair share of the consumer’s 


dollar. 


vital need of changing the attitude 
The retailers of the United States of the average man toward the buy- 


will subscribe more than $1,000,000 ing of shoes. 


No single individual has all the toward the National Advertising 
money he needs to supply his ever- fund. This money will be raised by namic advertising and merchandis- 
increasing wants. The man who is means of a field force trained by the ing effort can serve to forestall this 
making $25 a week wants a radio N.S. R. A. These representatives growing apathy. 
and a new tire for the Ford. The of the N. S. R. A. will also solicit 
man who makes $2,500 a week wants memberships and only those who are those whom we would reach with our 
one more yacht or another car to add members of the N. S. R. A. will be message, and prepare their minds 
to his fleet. People buy what they permitted to invest in the National for an aggressive and logical mer- 
Advertising fund and tie up with chandising effort. 

In the shoe industry, national ad- the national advertising, all of 
vertising, at present, sets forth the which will be copyrighted by the 
excellence of a particular brand of association. 


want. 


shoes. No effort has been or is be- 


(2) That nothing short of a dy- 


(3) That advertising will effect 


HE retailers feel that this pro- 
gressive move on their part will 
The retailers of the country will result in unifying the entire body 


ing made in a big way to educate be supplied with an advertising ser- identified with the men’s shoe in- 
men to the value of a “shoe ward- vice to tie up, during the four years dustry and they look to the other 
robe” or to cause them to become of the campaign, with the national elements in the industry to invest 
“shoe conscious.” Shoe manufac- movement. The market value of in proportion as they will benefit 
turers are telling the public that this advertising service will be in from the increase in consumption of 


theirs is the better shoe and 
are reaching only those men 
whose buying habits are well 
set when it comes to the 
actual number of pairs of 
shoes they will buy in a 
year’s time. In the mind of 
the average man the thought 
of shoes has been relegated to 
the limbo of unnecessary com- 
plements to the well-dressed 
man’s wardrobe. This sar- 
torial paradox exists because 
it has never been called forci- 
bly enough to his attention 
that shoes are in reality the 
most important part of a 
man’s wardrobe both from the 
standpoint of appearance and 
comfort. 


HE thought that the na- 
tion should be “well shod” 
is sound enough that a favor- 
able reaction could. be 
brought about if the idea 


were projected in a dramatic . 


manner before the minds of 
the Amesican men. 








How the Plan Works 


T a board of director’s meeting of the 
National Shoe Retailers’ Association, 
held in Boston last week, it was unani- 
mously voted by the directors in attendance 
that the N. S. R. A. take up the men’s shoe 
campaign as presented by Donald W. Bolt 
of the Kenyon Co., Inc., of Boston, Mass. 
It is understood that the previous cam- 
paign plan in the hands of a committee of 
manufacturers has been abandoned. 

The new campaign calls for a very active 
merchant participation and the high lights 
are here given. Mr. Bolt was made Chair- 
man of the Ways and Means Committee. 
In the creating of the fund, the N. S. R. A. 
Board of Directors have made a contract 
with the advertising agency to do the fund- 
ing, preparation, survey the plan and scope 
of the campaign, and its final execution to 
get more men’s shoes sold right. 

The campaign will start Jan. 1, 1928, 
previous to which time most active field 
work will be developed in every State. 











men’s shoes. 

State committees will be or- 
ganized in every: State and 
will function under the Ways 
and Means Committee. A 
field representative of the 
N. S. R. A. will be sent into 
every State to assist in the 
raising of the State quota. 
Each State committee will 
have its own routine prepared 
for it by the Ways and Means 
Committee. 

Field representatives of the 
N. S. R. A. will be employed 
by the chairman of the Ways 
and Means Committee in the 
name of the N. S. R. A. and 
will be thoroughly trained in 
the campaign procedure. 
They will be sent out to as- 
sist the State committees in 
raising their quota to the @a- 
tienal Advertising fund. 
They will, in addition, supply 
the various committees with 
information as to retail condi- 
tions throughout the country. 


July 16, 1927 
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He Gave Dixie Doctor a Fit 


How a Southern Salesman Made a Repeat Customer 


of people who buy shoes are 

today getting away from buy- 
ing sizes, are now buying fit and 
comfort and are learning that it is 
better to fit the foot when purchas- 
ing a shoe, rather than the eye,” 
s#¥s D. T. Jennings, manager of the 
R. S. Thorpe & Son shoe depart- 
ment of Macon, Ga. “However, in 
our shoe department we still find 
some customers who insist on sizes, 
because they have an idea that they 
have worn a certain size for a num- 


4 ‘T: is possible that the majority 


“Some customers prefer to ‘break 
in and stretch’ their new shoes. 
They expect ’em to hurt” 


ber of years, even though in some 
instances a salesman has slipped a 
half or a full size larger shoe on, 
telling his customer that it is the 
same size called for, but a wider 
width, when he finds he is taking 
a chance on missing a sale by stat- 
ing correctly the size he is fitting. 

“For example, in our shoe depart- 
ment, where only high-grade shoes 
are carried, a physician, seemingly 
a man of about forty years, called a 
few weeks ago and asked a salesman 
to show him a certain type of shoe. 
A@ is always our policy, the sales- 
man asked this customer to be 
seated, reached for the measuring 
stick and started unlacing his shoe, 
when the following conversation 
took place: 





A “Fitting” Dialogue 
“Customer: ‘You do not need to 
take off my shoes, for I know the 
size I have always worn, so show me 


the shoe I asked for in a size 714E.’ 


(“Accordingly the salesman at once pro- 
duced the shoe in the size asked for, at the 
same time, saying: “Here is the shoe, but if 















“Some customers prefer to buy 
for size instead of for fit” 
you do not mind, I would like to slip it on 
your foot as you may possibly suffer some 
slight trouble with your feet, for which we 

would be glad to recommend a.remedy.’’) 

_(“At this the customer hesitatingly placed 
his foot on the stool. The shoe removed 
as quickly as possible, and without another 
suggestion, the measuring stick was put into 
use, the result showing the correct sice to 
be 9% B. The old shoe had entirely lost its 
shape. However, on glancing at the size, 
it was found to be 8 D.) 

“Salesman: ‘Has this shoe been 
entirely comfortable and satisfac- 
tory from the beginning?’ 

“Customer: ‘Yes, as much so as 
any shoe I ever buy; I have to break 
in and stretch all my shoes before 
they get to where they do not hurt 
me, as I have ingrowing nails.’ 

(“The salesman at once slipped on the 
size shoe that had been called for, laced 
it, and while the customer stood on the 
rug examining this shoe, the correct size 
(9% B) brought forward and the customer 
seated.) 

“Salesman: ‘If you will allow me, 
I have another size I would like to 
put on your foot to see if you will 
not agree with me that it relieves 
the pressure on your toes.’ 

(“The 9% B is laced and the customer 
stands, at the same time asking, ‘What size 
is this?’) 

“Salesman: ‘That, sir, is a 914B, 
and will give your toes the proper 


length, your foot the correct width, 
allowing your foot to straighten out 
where all the joints will rest easy, 
relieve the pressure on your toes, 
and keep your shoes in much better 
shape than if fitted too short and too 
wide.’ 

“Customer: ‘This shoe feels com- 
fortable, but it is entirely too large, 
as I have never worn more than a 
71% in my life. What is the size of 
my old shoe?’ 

(“Right here I wish to say that we never 
mention to a customer the size of a shoe 


that someone else has sold him, unless we 
are asked for this information.) 












“In some cases, it is difficult to 
persuade the customer to let you 
measure his foot’ 


“Salesman: ‘Sir, you are a phy- 
sician, and I presume that you are 
making suggestions every day to 
your patients, whereby they are be- 
ing made more comfortable. That 
is your business and you study it. 
The shoe business is mine, not for 
the customers we sell today, but for 
the ones we expect to return tomor- 
row. There is only one way to sell 
shoes properly, and that is to fit 
them. The size of your old shoe is 
8D. 

“Tt is not our intention to put a 
914B shoe on you because we do not 
have the size you called for, for we 
have shown you both sizes and it 
would have been much easier from 
a mere sales standpoint to wrap up 
the size 744E, take your money, 
thank you and say “Call again,” but 
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we have suggested to you, knowing 
you to be a reasonable man, what we 
know to be best, the same as we 
would expect you to do should we 
ask you for advice. Then, on the 
other hand, what is size to you when 
the difference in looks is hardly no- 
ticeable, compared to _ honest-to- 
goodness comfort and a shoe that 


will not- lose its shape?’ 

(“As a result the 9% B shoe was sold. A 
few days ago this customer put himself to 
the trouble to call in again, and approaching 
the salesman said :) 


“*T would like to tell you that I 
have at last found the only pair of 
shoes that from the beginning have 
made standing a pleasure. I had 
made up my mind to buy cheap 
shoes, as they all lost their shape 
anyway, but you have solved my 
problem for me. I am through go- 
ing to the man who runs in an 8D 
on me when I call for a 742E and 
gives me in this way my correct size 
by degrees, and at the same time 
tells me he is selling me the shoe in 
size called for. Next time he might 














Rush in ideas to Retail Shoe 
Salesman’s editor—Rush in an- 
swers to problems and win cash 
prizes. Letters arriving every 
minute by train and air mail 


sell me a size smaller. Please take 
off my shoe and make a record of 
this size you have sold me for future 


reference.’ 


(“The salesman thanked him and stated 
that this was not necessary as a card 
record was made at the time the sale was 
made.) 


“There are salesmen who take a 
special delight in trying to dissat- 
isfy a customer with his former pur- 
chase by suggesting that someone 
has given him a little larger shoe 
than called for, without suggesting 








“What is the difference between 

this $8.50 shoe and the one I saw 

ain the store down the street for 
$3.50?” 





A prize of $10 is offered for 
the best answer, and a prize of 
$5 is offered for the second best 
answer to the retail salesperson 
who can suggest betterments in 
the system of merchandising in 
his department, with a view to 
“Getting More Pairs of Shoes 
Sold Right.” 

This means more shoes sold 
at the right profit; better fit- 
ting; plenty of sizes on wanted 
styles; a good system of stock- 
keeping; better interior and bet- 
ter window display; the elimina- 
tion of lost motion through in- 
accessibility of stock, lack of 
knowledge of stock, lack of 
knowledge of shoe construction 
and style. 

The Department of Commerce 
in its Monthly “News Bulletin of 
the Division of Simplified Prac- 
tice” of recent date speaks of 
“The New Economics of Busi- 
ness,” stressing the importance 
of better distribution methods 
and increased turnover, in view 
of the present keen competition. 

Write what you would do if 
you were manager of your store, 
or department to effect a better 


shoe distribution. 


Perhaps you would suggest a 
more efficient salesforce. Check 

















The August Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


yourself up, too, on loss of mo- 
tion, too much or too little con- 
versation with customers, possi- 
ble lack of interest in your work, 
etc. 

Ten dollars for the best an- 
swers to the current problem. 


Five dollars to the second best. 


Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATE THAN AUG. 11. 


As this feature of the Re- 
corder is conducted with the idea, 
only, of educating and encourag- 
ing the younger retail shoe 
salesmen, meaning the men on 
the floor who do the selling and 
fitting, other than the proprietor. 
Owners and managers are not 
eligible to enter this contest. 


Winners will be announced in 
this department Aug. 20, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 


July 16, 1927 











the change of size, thinking that by 
so doing he is winning a new cus- 
tomer. 

“Let’s hope there are not many of 
these sa'esmen. Is it not better to 
tell a customer the size shoe you are 
selling, rather than to have someone 
else tell your customer the size you 
have sold?” 


How a Salesman Sells More Hosiery 


We know a salesman who sells 
more hosiery through suggestion. 
He suggests hosiery to every cus- 
tomer. He asks: “Have you ever 
heard of our special, long wearing, 
stocking?” Or, “Wouldn’t you like 
that shade in a chiffon stocking 
to match these beautiful shoes?” 
He says that he selects the hosiery 
shades himself and brings the 
stockings from the hosiery depart- 
ment to the customer. He finds that 
it is a great help to know all of the 
hosiery shades by name, as this in 
itself is a strong talking point. 


Cohen—‘“Dot’s a fine new baby 
I’ve got at my house.” 

Levy.—“Is he?” 

Cohen—“No, Ikey.” 


Sydney Stokes, Jr., Wins Problem 
Prize 

The July prize problem, consisting 
of ten “Ask Me Another” of custom- 
ers to retail salespeople, suggested 
by actual questions asked of a retail 
shoe salesman of Boston, brought 
to the editor’s desk a number of very 
splendid replies. It was difficult to 
tell which was the best of two or 
three submitted, but after much re- 
reading it was decided that the very 
best set of answers were written by 
Sydney N. Stokes, the 18-year-old 
high school retail shoe salesman 














“Don’t you want to see our spe- 
cial long-wearing stocking?” 
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Dolly Gertrude Romsey, sponsor 

and supervisor of 55 salespeople 

at the Abraham & Straus shoe 
department, Brooklyn, N. Y. 


son of Sydney Stokes, of Walk-Over 
Shoe Store fame. Young Mr. Stokes 
sells shoes in his father’s store on 
Saturdays and after school hours 
during the rest of the week. The 
second prize is awarded to Jack 
Gra'la, salesman at Moe Waldstein’s 
Fashion Shoe Shop of Brooklyn, 
N.. 3 
Honorable Mentions 


Honorable mentions were won by 
O. L. Newby, Royal Shoe Store, 
Lawrence, Kan.; Chas. Hendee, with 
Masters Shoe Co., Aurora, IIl.; Vic- 
tor J. Marks, Danville, Pa.; Oscar 
Holzhauser, Mount Healthy Shoe 
Store, Mount Healthy, Ohio. 

Here is what young Mr. Stokes 
said to the ten customer inquiries 
which were published in the June 25 
issue of the RECORDER: 


1. This shoe is a genuine kid skin and the 
quality would be quite apparent if you could 
see them side by side. This is a Goodyear welt 
construction, which will positively hold its shape. 


These shoes fit comfortably at the ball, support 


the arch, and cling to the heels, qualitites which 
are rarely found in the cheap grades of shoes. 

2. A genuine Deauville sandal is a hand 
woven shoe with a molded sole. The vamps are 
usually made of strips of leather, either in one 
color or a combination of colors. Most of them 
are made in Czechoslovakia. 

3. The lump on the side of your foot is an 
enlarged joint, usually called a bunion. You 
have been fitted at some time or other with a 
shoe too short. 

4. I have made a study of feet. The rules 
of this store compel all its salesmen to hold a 
diploma from an authorized practipedic’s course. 
Therefore, we are well qualified to give advice 
on all foot ailments. There are 26 bones in the 
feet. They are: the first, second, third, fourth 
and fifth distal phalanges, the second, third, 
fourth and fifth medial phalanges, and the first, 
second, third, fourth and fifth proximal phea- 
langes; the five metatarsals; internal, middle and 
external cuneiform; the scaphoid, cuboid, 
astragalus and the oscalsis. 

5. Almost any pattern or design is in good 
style, particularly if it fits well. Today as never 
before women express their individuality in their 
footwear. Strap patterns in style shoes are the 
most practical. 

6. We do not use any of the old style heavy 
patent leather. We use nothing but the finest 
grade of the softer light-weight leathers, like 
patent colt and patent kid. These leathers are 
not at all likely to make the feet warmer. While 
we do not guarantee these, because of the process 


BOOT AND SHOE RECORDER 


in the manufacturing of this leather, we have 
very little trouble with patent cracking. 

7. Yes, these shoes will retain their shape. 
The manufacturer of our shoes insists upon leav- 
ing them on the lasts for a number of days so 
that they dry out slowly and thoroughly. A 
well lasted shoe is bound to hold its shape and 
particularly if they are well fitted. 

8. They will look well for a considerable time 
if you use them for dress purposes, for which 
they were intended. We use nothing but the 
finest grades of satin made up expressly for 
shoes. Like any other material, shoe satin shows 
its abuse. We have a dressing which will re- 
finish satin shoes and restore the lustre. 

9. This is a patent kidskin, I will show you 
@ patent colt which is a little finer as to grain, 
although the enamel finish on each is the same. 

10. Yes, a rubber soled shoe is as cool as 
any leather soled shoe. There is a very good 
vrain leather innersole next to the foot; between 
that innersole and the outersole there is a filler. 
Consequently, the rubber sole is so far away from 
the foot that there is no chance of these rubber 
shoes heating your feet. 


How Old Is Dolly? 


BROOKLYN, N. Y.—Miss Dolly 
Gertrude Romsey, supervisor of 
fifty-five sales persons in the Abra- 
ham & Straus women’s shoe depart- 
ment here, is an interesting figure 
in an age guessing contest. The 
man or woman who first comes the 


If she doesn’t know what they 
are wearing, show her 


nearest to guessing how old this 
young lady is will be awarded a 
pair of high grade Jiffy riding 
boots, made by the Menzies Shoe 


Co. The contest closes Aug. 1. All 
readers of the RECORDER may send 
their guesses to the editor of “The 
Retail Shoe Salesman,” BooT AND 
SHOE RECORDER, 207 South Street, 
Boston. Give the day of the 
month as well as the day of the 


year. 
She Sells Double Pairs 


Miss Dolly Gertrude Romsey was 
born in the Bronx, New York .... 
She joined the Abraham & Straus 
organization about eighteen months 
ago, has been promoted several 
times and her salary raised accord- 
ingly. Although the youngest in 
the entire shoe organization of this 
store, she is a thorough shoe 
woman, not only in selling and fit- 
ting, but in shoe knowledge. Her 
usual single sale consists of two 
pairs of shoes at $10 the pair. Miss 
Romsey is an enthusiastic and tire- 
less worker. She can identify at a 
glance a welt, a turn, or a McKay. 
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Miss Romsey is the daughter of 
J. H. Romsey, one of the live wire 
shoe representatives of the Menzies 
Shoe Co. Mr. Romsey is justly 
proud of his daughter’s accomplish- 
ments. He tells us that his daugh- 
ter was practically raised in the 
shoe business; that she graduated 
from high school at the age of 14; 
attended business college for eight- 
een months, taking up commercial 
law and bookkeeping; that she later 
entered the shoe department of 
Abraham & Straus. She still 
studies law evenings. 

On this page you see Miss Romig 
shod in Jiffy riding boots. A call 
at the Abraham & Straus women’s 
shoe department will find this 
young woman of pleasing person- 
ality, registering in height about 
5 ft. 6 in., surrounded by a group 
of well dressed, refined looking 
women waiting to be fitted by 
Dolly. 


“One on” the Customer 


Customer—‘No—no! I simply 
couldn’t walk a step in shoes that 
pinch like that.” 

Salesman—“I’m sorry, madam, but 
I’ve shown you all our stock now. 
These shoes are the ones you were 
wearing when you came in.”—Pass- 
ing Show. 


Here is John T. Finengan—a 
nifty footer. John has been for 
five years salesman on the first 
floor of the women’s shoe depart- 
ment of Thayer McNeil Com- 
pany’s Down Town Store. He is 
a prize winner. The cup which 
John is showing here was won 
by him for shaking a neat foot 
at a party recently held by The 
Thayer McNeil Associates, an 
employees’ organization of store 
boosters. John also wins prizes 
for footwear and accessories sell- 
ing 

















The 
“Sylphe” 


Trim lines and ex- 
ceptional fitting 
qualities distinguish 
this new PREMIER 
model. 


It is shown here in 
patent with dark red 
kid piping. This is 
an ideal combination, 
which conforms pre- 
cisely to color 
schemes of a similar 
nature seen in many 
dress materials of 
the present season, 
especially printed 
chiffons. 


The “Sylphe” is a 
shoe which will meet 
the approval of 
women whose aim is 
smart chic. 
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mer would see an unprecedented 


a predictions that midsum- 
vogue for printed silks have been 


borne out by what smart women are 
wearing everywhere. In the smart hotels 
in town, at the country clubs, the beaches, 
and every other place where the fashion- 
able gather, printed silks have been con- 


spicuously present. 


And printed silks 


have given a greater leeway in the selec- 
tion of shoes than any other costume 
vogue, since any of the colors in the 
prints may be adopted as the color motif 
for footwear with perfect propriety. It is 


noticeable, however, that with many of 






















Two high style 
notes combined in 
one frock—printed 
chiffon and lace. 
The dress at the 
left was sketched 
from life at the 
jewelry counter in 
a Fifth Avenue 
shop. The pattern 
was small and 
clearly defined on 
a dark red ground. 
Black lace bordered 
the pleated chiffon 
skirt. The dress at 
the right is one 
shown by Saks— 
Fifth Avenue. It 
also is a printed 
chiffon with a black 
lace overskirt 
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Flesh tints are very 
popular this year 
in costumes, and 
with them pearls 
form a matching 
complement. Flesh 
satin is the ma- 
terial employed 
in this two-piece 
frock, trimmed 
with stitched self- 
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The “Estry” 





bandings 





the darker ground prints, and particularly 
with those on black grounds, the plain 
opera pump in black patent, either with or 
without the ornamenting buckle, has been 
the choice of many smart women. 

Along with prints has gone the vogue 
for lace. Combinations of the two have 
formed some of the most striking and in- 
teresting summer costumes. Fringe also 
has retained its popularity, but is confined 
largely to the more formal costumes. 
Lace, however, is used for the fashioning 
of skirts, in combination with printed 
silks, on many of the afternoon frocks. 

The two-piece sports costumes are seen 














UNITY expresses a de- 
cidedly popular mode of the 
moment—flesh tints and 
shades of pink with this 
entrancing new open shank 
strap pump. 


“Estry” appears here in 
flesh colored kid with a 
darker tone underlay on the 
strap. A unique little 
buckle adds further tone. 








This is a shoe to be worn 
with a costume of similar 
shade, or to blend with the 
colorings in a printed chif- 
fon frock. 
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PERFECT fitting re- 

gent pump is extremely 
smart. It is perhaps one of the 
most favored shoes now worn, 
being right in harmony with the 
trend toward simplicity. 


rane 


We carry in stock pumps made 
of patent leather and black satin, 
over various lasts. 


A large stock always on hand 
enables us to make immediate 


shipment. 


We invite comparison of the fit- 
ting qualities of our pumps with 
those you are now buying. 


George W. Baker Shoe Co. 
343 Classon Ave., Brooklyn, N. Y. 


MAKERS OF WOMEN’S FINE FOOTWEAR 
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everywhere and one of the most interest- 
ing phases that is found in sports wear is 
the general adoption of flesh or pink 
tones. Developed in jersey, flannel and 
in silks, flesh tones are extremely smart 
for sports or semi-sports wear, and with 
them’ flesh-toned shoes of leather or 
fabric and even of straw are being worn 
frequently. 

White for evening wear is one of the 
high style notes of the summer season. 
White chiffon or georgette, often trimmed 
with long silk fringe, is frequently used, 
although the heavier satin has come ine 
for a great degree of popularity. With 


As predicted months 
ago, printed silks have 
reached an unprecedented 
vogue in midsummer 
frocks. They are worn 
at all the smart gather- 
ing places. This one, for 
instance, was sketched at 
luncheon time at the 
Ritz. In black and white, 
with a large black Milan 
hat, a high fashion note 
of the season, a black 
velvet bag, and black 
patent opera pumps, it 
formed a charming en- 
semble 
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Two interesting fashion trends as 

depicted at one of the smart New 

York roof gardens. At the 

left a printed silk frock with a 

fringed skirt, and at the right 
an unlined satin coat 


white evening costumes, more often than 
not, colored shoes are worn, the foot- 
wear repeating a color note in the wrap 
or dress decoration. 

This year, more than ever, the ensem- 
ble effect has been a high note of fashion. 
Whether it is a costume for day wear, 
sports wear or for evening, the harmon- 
izing in color and general effect of the 
frock, wrap, hat, hosiery, shoes and other 
accessories has been imperative. This en- 
semble effect is expected to predominate 
in the fall, necessitating a greater atten- 
tion to the details in accessories. 
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17 SMITH ST.) BROOKLYN 


A 
grace- 
ful shoe, 
molded to 
fit the foot 
of the most 
fastidious, is this 


dainty one strap. 


We show it here in 
peach satin combined 
with a delicate outline 
of gold kid piping. An 
exquisite color scheme and 
one which blends very well 
with the flesh tints and pinks 
now the preferred choice of 
smart women. 
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How partan Soles wear? 


Read What Fourteen Manufacturers Say 












1 Outwears any sole leather we have ever used. 


F. A. Kuhnert Shoe Corp. 


2 We found Spartan the best by far as to wearing qualities. 
Adams Brothers. 


3 In addition to being damp proof, it has such long wearing qualities. 
Brown Shoe Company. 


4 In our 35 years experience we have found no sole leather for chil- 


dren's shoes that equals Spartan. 
J. I. Melanson & Sons Corp. 


5 Spartan makes the best soles for Juvenile Flexible Footwear that the 


entire sole leather market offers. 


The N. W. Merriam Shoe Company. 






6 Never a single complaint. 


S. Waterbury & Son Co. 





July 16, 1927 BOOT AND SHOE RECORDER 


7 Customers delighted with the service. 
LaLonde & Clarke, Inc. 


8 Especially durable. 
The L. D. Stickles Shoe Co. 


9 still awaiting: our first pair of returned shoes. 
Super Flex Shoe Company. 


10 There is a lot of merit to Spartan. 
The Ferris Shoe Co. 


11 The most wear resisting leather we have ever had in our factory. 


The Columbus Shoe Company, Inc. 


12 We do not hesitate to recommend Spartan as an ideal leather for chil- 


v 
dren s shoes. 


Rice & Hutchins, Inc. 


13 Our product is 90% bottomed with Spartan, nothing more need be 


said. 


Whitmore-Tirrell Shoe Corp. 


14 We have put Spartan Soles to a thorough test and were so well pleased 
with their good wear that we are now using Spartan, and will use a good 


deal more. 
Stover & Bean Co. 


GRATON & KNIGHT 
SPARTAN SOLE LEATHER 


Graton & Knight Company Worcester, Massachusetts 


" UTCHINS. INC. 
Rice & BUM 
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Trade Mark Registered 


A corrective shoe 


kissed by style 


Can be profitably retailed 


at six dollars. 






You are all familiar with Butter- 
fly Footwear and our exclusive 
style service. 


We now offer in “Stylekist Arch 
Shoes” these style features com- 
bined with a specially construct- 
ed arch support steel shank, left 
and right orthopedic counters 
on narrow heel combination fit- 
ting lasts. 











A shoe combining style, com- 
fort and service so much in de- 
mand these days. 









Agencies now being assigned. 





GEO. B. LEAVITT CO. 
FARMINGTON, N. H. 









Boston Office 183 Essex Street N. P. Liberty 
Chicago Office Hotel Morrison D. W. Saifer 

Los Anceles Office Hotel Angeles S. D. McNaghten 
Macon Office Hotel Dempsey P.N. Fick 
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RUBY KID 
Steadily Helps to Develop Sales for 


McELWAIN-HOLMES CO. 
HUDSON, MASS. 


<«=r=aytruIiyuUyIvtvuty ty «yt «ty ty ty ty ty ty THX <7 
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ERITORIOUS shoe service to the public begins 

with the tanner in helping his allies, the shoe 

manufacturer and shoe merchant, to establish a 

steadily recurring standard of leather excellence in their 
shoes. 


It is a distinct pleasure to be associated with 
McELWAIN-HOLMES CO. in maintaining a con- 
stantly high degree of black kid uniformity and excel- 
lence in their shoes for women through the use of our 


RUBY KID. 


Realizing the dependence they place upon RUBY 
KID we take this opportunity of assuring them and 
their customers of our constant care that RUBY KID 
shall continue to give the same service this year as it 
did last year and the same service next year as it did 
this year. 


JOHN R. EVANS & CO. 
Camden, N. J. 








one on 
Evans Brands 
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TRADE MARK 
Correctivarch Shoes are made from 
AAA to EEE widths and are car- 
ried in stock by leading wholesalers 


Wide One Strap of 
Ruby Kid 
Lizard Trim, Kid Linings 
“Correctivarch” Construction 
e* & 
Cut Out Tie of Ruby Kid 
Kid Linings 
“Correctivarch” Construction 
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ae Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


(ree! 














eS —_——--— =) 

AMERICAN SEATING COMPANY f 

{ 1016 Lytton Building, Chicago, Illinois i 

Gentlemen: Send me, without obligation, your helpful 32- f 

; book, ““New Styles in Shop Seating."’ - _ ! 

i 

4 EE ES LL ee HCC ee ee F } 

: Address o a 

S City | CE: 

Attn h Ly to. q 

saci ictal J 

















Five Great Features 
Grester senting capacity - chairs in- 
terlock. 
Greater beauty of finish and design. 
ter fort for your c 
Cuan a Geely — iain are guar- 
teed against breakage. 
economy in cost. 15 years of 
experience to serve and assist you. 
















Branch Offices: 
Philadelphia: R. 703-1211 Chestnut St. 


New York: R. 601-119 W. 40th St. 
Bosten: R. 302-69 Canal St. 






1016 Lytton oe i) Chicago, Illinois 








American Seating Company 








July 16, 1927 
















































tri] 
con 
tail 
the 


san 
She 





Do 
O’B: 
Com 
since 
fact 
1914 
two 
and 
He | 
with 
was 
War 
erate 
Dest: 
the : 
terri 





Harry 
dent 
Travele 


presi 
ers’ 

presi 
ers’ 

presic 
ers’ A 
ident 
and | 
N.S.T 
count: 
secret 
Frank 
chairt 
Comm 














July 16, 1927 


ACK GORMAN, of Gorman, Tarr & 

Waterhouse, Lynn, made a swift 
trip across the Continent, attended the 
convention of the California Shoe Re- 
tailers’ Association, and was back to 
the factory in time to prepare new 
samples for the recently held Boston 
Shoe Style show. 


ONALD G. 

BRIEN, son 
of the late William 
Cc. Brien, repre- 
sents the Common- 
wealth Shoe and 
Leather Co. in 
Pennsylvania and 
West Virginia, the 
territory at one 
time covered by 
his father, and to 
which Donald G. 
was introduced by 
a two-year joint 
trip with his 
father. Donald G. 
O’Brien has been associated with the 
Commonwealth Shoe and Leather Co. 
since 1913. He started his career in the 
factory, working there for a year. In 
1914, he went out on the road, first, for 
two or three seasons, with his father, 
and then gradually taking it all over. 
He has covered most of it since 1917, 
with the exception of a period while he 
was actively serving during the World 
War in European waters, as radio op- 
erator and submarine listener on the 
Destroyer Beal. Since his return from 
the service, he has covered the entire 
territory in the above-mentioned states. 


Photo by Waid 
Donald CG. Brien 


DINNER was 

tendered by the 
Boston Shoe Trav- 
elers’ Association 
to the National 
Shoe Travelers’ 
Board of Govern- 
ors on Wednesday 
evening, July 6, at 
Parlor F of the 
new Hotel Statler 
during _ Boston 
Shoe and Leather 
Fair days. Buford 
H. Jones, president 
of the Fair, gave 
an address, as well 
' as A. H. Geuting, 
president of the National Shoe Retail- 
ers’ Association; Charles W. Morrill, 
president of the National Shoe Travel- 
ers’ Association; John P. Thomas, 
president of the National Shoe Travel- 
ers’ Association; Oliver M. Blood, pres- 
ident of the Boston Shoe Associates; 
and by other presidents of affiliated 
N.S.T.A. associations throughout the 
country. T. A. Delany, the National 
secretary, gave a talk, as did also 
Frank L. Armstrong, of New York, 
chairman of the N.S.T.A. Legislative 
Committee. This delightful dinner and 


Harry P. Lynch, Presi- 
dent Boston Shoe 
Travelers’ Association 


“get together” was presided over by 
Harry P. Lynch, president of the Bos- 
ton Shoe Travelers’ Association. Presi- 
dent Lynch was one of the prime mov- 
ers in arranging this affair, compli- 
mentary to the various presidents of 
the N.S.T.A. locals, which men consti- 
tute the National Board of Governors. 


AVE DAVIS, treasurer of the 

N.S.T.A., and representative of 
Thompson Bros. Shoe Co., Campello, 
Mass., in the Chicago District, is now 
on a five week’s trip to the Pacific 
Coast—“the first vacation that I have 
had in 17 years,” said Dave. He is ac- 
companied by his three sisters and a 
brother-in-law. He will return home 
by way of Banff. 





TRAVELERS DISCUSS PRICE 
ADVANCES 


(By T. A. Delany, Secretary of the 
a. @ 2 &.) 


General discussions of advance 
in shoe prices by groups of shoe 
travelers the country over, fea- 
ture the thought that such ad- 
vances are not a detriment in the 
selling of more pairs. Among 
the statements made are the fol- 
lowing: “The advance in prices 
means healthier trade conditions 
and better shoes;” “the advance 
in prices means that the dead 
line on low prices has_ been 
reached on shoes and leather;”’ 
“it is not now a question of ar- 
gument as to how cheaply shoes 
can be bought, but how well they 
can be made.” 

In the past few years, the sit- 
uation has been that no matter 
how low-priced shoes have been, 
some one was ever trying to make 
and sell shoes cheaper, to suit 
the demand from the retail mer- 
chant for lower and _ lower 
prices. The fact that the dead 
line on lowest levels has long 
since been reached, and that the 
upswing has occurred, points the 
way to the ultimate prosperity 
which is bound to come from an 
advancing market, rather than 
from a declining market. Ad- 
vance in prices means that ser- 
vice factories and their products 
will be better recognized, are 
coming into their own again, and 
will eliminate fly-by-night houses 
and price slashers. Shoe prices 
have been too low for several 
years back. No one can make a 
profit on too low or unfair 
prices. It is as. dangerous to 
have prices too low as to have 
them too high. Everybody makes 
a profit on fair prices. This is 
the day of specialization and 
simplification, with better values, 
fair prices, and better service. 
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Who’s Who on the Road 


“Price Advances Are Not a Detriment in Selling 
More Pairs” Say Travelers 


F. BURDETT, of the Burdett Shoe 
* Co., Lynn, traveled through the 
Mississippi floods, when it looked as if 
the railroad cars might need an equip- 
ment of life boats. He saw the dyna- 
miting of the levees, too, a friendly 
merchant of New Orleans being his 
guide. Incidentally, he booked orders 
in good volume. 


L. ENOW, of 
* Philadelphia, 
who travels New 
York City, Penn- 
sylvania, Balti- 
more, Washington 
and Virginia, for 
the Bradley Good- 
rich Co., Inc., of 
Haverhill, Mass., 
was one of the 
many live-wire 
salesmen. who 
came to the Boston 
Shoe and Leather 
Fair to exhibit his 
firm’s line. Mr. Enow was in Boston 
for the entire show. Mr. Enow says 
that his beaded shoes are making a big 
“hit.” L. L. is chairman of the Phila- 
delphia trades cooperative committee, 
organized last year when he was presi- 
dent of the Philadelphia Shoe Travel- 
ers’ Association. This committee, he 
said, functioned so well that the 
Quaker City boys wanted its activities 
to continue. 


L. L. Enow 


HE “National Shoe Traveler’ for 
1927 has recently been published. 
This 74-page book is well edited and over 
a half of its pages are devoted to ads. 


AL O. 

TOOR, 
who has been 
represent- 
ing the Brown 
Shoe Company 
on the Pacific 
Coast for a 
number of 
years, and 
who has made 
a most envi- 
able record, is 
now in charge 
of the Chicago 
office of the 
Brown Shoe 
Co. His head- 
quarters in 
Chicago will 
be the same as those occupied by the 
Brown Shoe Company for the past sev- 
eral years—206-207 Security Building. 
Mr. Toor has endeared himself to his 
former customers in California by the 
careful, conscientious, way in which he 
has looked after their shoe wants. He 
is more interested in the future success 
of his customers than anything else and 
this thought of his is what has made 
him such a wonderful success. 


Hal O. Toor 
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The Lmportance of 
Black Satin 


The important position of Black Satin exemplified at the 
Boston Shoe Fair, confirms the earlier predictions of the 
Darbrook Style Service. 


Darsrook SATINS—in Black—are in active demand and 
we anticipate, with confidence, an increasing interest in 
Black Satin for footwear. 


DARBR@K SHOE SATINS 


LD ID 


SCHWARZENBACH, HUBER & CO. 
462-478 Fourth Avenue 
; New York 


Represented by: 


W. A. GALLUuP—Cincinnati, Ohio. T. F. Leary—Boston, Massachusetts 
Heniey & McGacHer—St. Louis, Missouri 
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S. DONOVAN, shoe traveler, with 
*office in the Marbridge Building, 
New York, and who represents the E. 
T. Wright Co., won the National Shoe 
Travelers’ Association prize in the 
Boston Shoe and Leather Fair golf 
tournament. This prize was _ hotly 
contested, and was one of the many 
beautiful trophies of Country Club Day, 
the grand finale of the big New Eng- 
land trade event—the prize was an at- 
tractive piece of silverware. Mr. 
Donovan is “One of the Regulars,” a 
member of the N.S.T.A. He is consid- 
ered a mighty good salesman, too, as 
well as a mighty good golfer. 


ORRIS BLASKY, who covers 
Philadelphia, Baltimore and 
Washington for the Emerson Shoe Co., 
attended the Boston Shoe and Leather 
ir. Mr. Blasky stated that his trade 
is buying blacks for fall to the extent 
of about 60 per cent, and 40 per cent 
of tans. He says that his customers 
like calf leathers and Scotch grains. 
Mr. Blasky’s headquarters are at 713 
Denckla Building, Philadelphia. 


OE KALISKY, who covers the Cen- 

tral West for Thompson Bros. Shoe 
Co., left Chicago recently for his an- 
nual summer fishing trip to Chetek, 
Wis. He will spend about two months 
at this delightful lake region of the 
Badger State. 


HARLES B. TAFT, who covers 

New England for P. W. Minor & 
Son, Batavia, N. Y., President Henry 
H. Minor, and Claude L. Kimmel, who 
covers New York State for this house, 
showed this company’s line at the 
Copley Plaza Hotel during the Boston 
Shoe and Leather Fair. 


Each season when the salesmen of the Roberts, Johnson & Kand Shoe Company, 





WALLY LEVY NOW WITH 
FAIR SEX OF LYNN 


Scene: Hotel Statler lobby dur- 
ing Boston Show. 

Characters: (meeting unexpect- 
ys af? 

(P. B.) A prominent buyer for 
a chain of specialty shoe shops. 

(W.L.) Wally Levy, a prominent 
shoe salesman, 

P. B.—“Wally, you’re on the 
wrong foot. You ought to be 
selling better grade shoes— 
you’re fitted for a better propo- 
sition than the one you have. 
I know a Western manufactur- 
er who has just the line for 
you.” 

W. L.—“You’re right, P. B., but 
I’ve beaten you to it. I’ve se- 
lected the line that I think is 
the best in the country—the 
Fair Sex line made by Henry 
and Nat Weiss, in Lynn. Come, 
I want you to check my judg- 
ment. Look this line over. I’ll 
make you a bet: If you don’t 
compliment my action by giv- 
ing me my first order, I’ll look 
up your Western line, and take 
it instead.” 

P. B.—“You’re on.” 


These are facts, and further 
facts are the “P. B.” and “W. L.” 
do business. They say “There’s 
no line in the country ahead of 
Fair Sex.” 

Wally Levy, erstwhile with 
Harrington Shoe Co. of Manches- 
ter, N. H., is representing Fair 
Sex Shoe Co. to the big trade. 











FDDIE BRANDMAN of Chicago cov- 
ers the territory from Chicago 
East for the Emerson Shoe Co., while 
Ed Menshan, with headquarters in the 
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EN H. SANDERFORD, who for 

many years traveled for the Peters 
branch of the International Shoe Co., 
died recently in a St. Louis Hospital, 
after a short sickness. Mr. Sanderford 
was 67 years of age. He was one of 
the best known shoe travelers in 
Arkansas. For some time he had rep- 
resented the Friedman-Shelby Branch 
of the International Shoe Co. He had 
made his home in Pine Bluff, Mo., for 
the past 37 years. Mr. Sanderford was 
at one time president of the Arkansas 
Traveling Men’s Association. He leaves 
a daughter, a sister, and six grand- 
children. 


N. CRULL, for seven years mer- 

* chandising and style man of the 
Central Shoe Company, has recently 
joined the F. Mayer Shoe Company of 
Milwaukee in complete charge of styl- 
ing and sales management of the May- 
er line. Mr. Crull is very enthusiastic 
over the possibilities for Martha 
Washington footwear, particularly in 
the line of style shoes which the Mayer 
Company is now making for the active 
woman of today. 


HE Dubs Club, composed of Denver 

shoe buyers, recently held a lunch- 
eon to celebrate the seventy-seventh 
birthday of Arthur C. Earle. Besides 
“Daddy,” those present were: Harry E. 
Fontius, Fontius Shoe Co.; Frank Sul- 
livan, Denver Dry Goods Co.; Dick 
Runyon, Daniels & Fisher; Charlie 
Gailor, The May Company; John Willis 
of Krohn-Fechheimer & Co.; Clyde 
Norton, Neustetter’s; and Bob Johnson 
with John Ebberts Shoe Co. 





Marbridge Building, New York, covers 
New York State and part of New Eng- 
land for the Emerson Shoe Co. 


Peters Shoe Company and Friedman-Shelby Shoe Company 


assemble in St. Louis to go over their new line, Style Revues are conducted showing the new numbers of women's and children’s shoes on 
living models to bring out the beauty of the patterns and their fitting qualities. On separate nights during the week of June 27, at the City 
Club Ball Room in St. Louis, the three houses enjoyed banquets and runway displays of the individual lines developed for each particular 


house. 


Each revue lasted about an hour and a half as eighteen distinct style groups representing about one hundred and 
In addition to a comprehensive line of plain black patent leather straps and pumps in various grades—fancy trimmed 
The feature shoes of the displays were tailored and fancy oxford and tie effects in patent, brown kid, brown calf 
Front gore pumps with buckles were shown in third position. 

distinctly tailored. The color combinations were more subdued than for some time past. 


patterns were displayed. 
straps were conspicuous. 
and brown reptile grain. 


Brown shoes were prominent. 
The Style Revues were conducted, and the shoes 


About 300 men including officials of the Company attended each banquet, as the Company employs approximately 800 salesmen. 


seventy-five novelty 


The patterns were 


presented, by E. C. Hyde—Style Man for International Shoe Company. 
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SERVICE 


ODERN business demands that successful 
0 MV cnserprises render the maximum of service, 

and this service requires the maximum of 
facilities for its accomplishment. 











The United Publishers Corporation is a national institu- 
tion which manufactures everything that enters into its 
publications with the exception of the ink. 






The size of the organization, together with sterling prin- 
ciples, justifies the statement that readers of, and advertisers 
in, U. P. C. publications receive the maximum of service. 









N. Y. Building 
of U.P.C. 
239 West 39th St. 















A. C. PEARSON 
Chairman of the Board of 
the U.P.C. 
President of the Textile 
Publishing Co., N. Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 
Cc. A. MUSSELMAN yas bate fe 
Vice-President of the ws ae mt set tet bil thd S88 sed ff a f AN Wana 
U.P.C. oS F tips i 

President of the Chilton 
Class Journal Co., Phila. 


F. C. STEVENS 

Treasurer of the U.P.C. 

President of the Federal Philadelphia Plant of U.P.C. 
ry ee Pie ie Se S N. W. Cor. Chestnut and 56th Sts. 


Headquarters, Chilton Class Journal Co. 
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CCQUSE of facilities 


Forrest water power 
and paper mill at 
Newton Falls, N. Y. 





To manufacturers and advertising agents is ex- 
tended a cordial invitation to visit the various 


plants of the United Publishers Corporation. 














- 
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IN STOCK 


“Clare” 
21/8 Heel 





B-573—Black Satin 2 Goodyear Welt 
B-572—Patent Leather... 4.25 B-179—White Calf with 

B-575—wWhite Kid 4.75 White Grain Calf Trim.85.00 

e+ a Kid... —e a ~~ Black nee 

B-224— White . rain m ° B-773—Patent 
B-618—Black Velvet... 4. B White Kid 


“Louise” 
Showing at 


Boston Show 


“Tailleur” 


complete line 
Menihan and 


Arch-Aid Styles 





B-672—Patent $4.75 B-768—Black Satin .... 


Spanish Heel — 





T. ar bk” 


| 


| WIRE DO 
: OR B S% te NOT 
| WRITE! "30 Di DULAY! nest-on., us oeecems 
B 


aoe Satin, 15/8 4 
n Hee 
-739—Patent Leather. ..$4.50 
B-226—White Satin, 1 
B-733—Gun Metal Calf.. 4.50 Spanish Heel rss tar 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 

















New York Office: 846 Marbridge Bldg. Oakland, Cal. 
Choveland Odice: 1800 Union Trust Bid Lo 8. RUSHING 
evelan ce: nion Trust =: « Angeles Office: 107 tree 
A. F. JENKS c. E. VanDEGRIFT che : 


Chicago Office: Majestic Hotel 
- F. J. SATION “ 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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A Little Green Card 


That Tells the Public Everything 


OW can you reach your cus- 
H tomer with a very personal 

message? Newspaper ad- 
vertising won’t always do the trick, 
and neither will a form letter sent 
through the mail, for many persons 
have formed the habit of shooting 
form letters across the deck and 
straight into the waste-basket. You 
want your customer to think of you 
when he or she is thinking of shoes, 
and when is the time more propi- 
tious than when a new pair of shoes, 
bought at your store, is being un- 
wrapped in the home for proud ex- 
hibition to the other members of the 
family or to be put on for actual 
wear for the first time? 


Good logic and many stores have 
long found it profitable to put little 
cards or other advertising material 
in each package that goes out of the 
store. When the shoes are un- 
wrapped, the advertisement is im- 
mediately noticed and the customer 
is usually in a mood that will lead to 
a more careful perusal of the mes- 
sage than at a time when the mind 
is occupied with more important de- 
tails in life. 

One of the best of these package 
stuffers has been developed by 
Blakely & Kennedy of Rochester, 
Minn., the town made famous by the 
Mayo brothers. But Rochester seems 
to be famous for other things than 


the removal of useless appendices. 
It has a shoe store with a variety of 
stock to be found in few big city 
establishments. Sizes from 2 to 12 
and widths from AAAA to EE for 
the women and from 6 to 14, AAA to 
EEE for men. Some size range! 
Blakely & Kennedy are not averse 
to telling the public about it, and 
they do it through the little package 
stuffers, which are cards»three by 
five inches in size and printed on 
both sides. The cards are colored 
green in order to make them more 
conspicuous. Here are printed re- 
productions of the cards which tell 
the story better than anything else: 





Minnesota. 


227 Broadway 





DO YOU KNOW? 


That Rochester has one of the great shoe stores of the world? A store that 
carries a longer range of sizes and fittings than any shoe store in the State of 
Women’s shoes are carried from AAAA to EE and in sizes from 
2 to 12. Men’s shoes from AAA to EEE and from 6 to 14. 
anywhere turns out a larger percentage of correctly fitted shoes. 
have an accurate knowledge of correct fitting. Then, too, this store operates 
a home for poor, tired, calloused feet and those affected with arch trouble, and 
these are relieved by all the modern foot appliances and supports. 

All the corrective models in Arch Preserver, Cantilever, Educator, Munson 
and other orthopedic shoes are carried in all sizes and widths. 

The best shoe repair shop in the city is also at your service. 

Money cheerfully refunded and all merchandise guaranteed as to quality. 


BLAKELY & KENNEDY 
Foot Fitters 


Read the Philosophy on the Other Side 


No shoe store 
All salesmen 


Rochester, Minn. 











LOOK AT 


all foot troubles. 
feet. 


our store? 


conditions. 





YOUR FEET 


They are the only pair that God will ever give you; take good care of them. 


You can wear a ten-cent hat on your head, but you need good shoes on your 
feet. Short shoes are a curse to the human and the cause of over 95 per cent of 
Shoes get wider but they never get longer. 
children in school for their defective teeth, but little attention is given to their 
There comes a time in life when their feet mean more to them in gaining 
a livelihood than their teeth. Why suffer, when real shoe service is yours at 


There is only one time that people think of their feet, and that is when they 
are broken down and in pain. Ours is a desire to prevent these aggravated 


Our store is an institution with an ever-increasing business, due to a suc- 
cessful desire to be of service to our patrons; a store to which a mother can 
send a child to trade in all confidence. 


Truly a Great Shoe Store 


We examine our 
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FASHION DECREES 
GOLD & SILVER KID FOR EVENING WEAR 
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Eldorado Gold and Silver Kid is world-famous because it is the supreme 


achievement in metallic leathers and consistently uniform in beauty and quality. 











Made in genuine kidskin for the high 
, priced shoe and in Cabretta with the 
same finish for the medium priced line. 


F. HECHT & CO., Inc. 


NEW YORK 
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No. 3524—Speedway Ox- 
ford made from Schmidt's 
No. 5 MO-BE-CA vamp and 
quarter, trimmed with 
smooth tan calf — 15/8 
smooth tan calf covered 
heel. Flexridge Fashion 
Welt made by The United 
States Shoe Co., Cincin- 
nati. 


Where /e beau monde gathers within the exclusive 
precincts of Cliff Walk at Newport, American shoes 
easily fraternize with Parisian frocks and hats. 


For only in America has the tanning craft reached 
mature development as an interpreter of style in 
leathers. 


And in the Social Register of correct footwear apparel, 
The Schmidt Calf Leathers are listed with significant 
emphasis on that individuality which betokens quality. 


Pridefully we present: 


MO-BE-CA No. 5 
Smooth Tan Calf 


which make the accompanying shoe so tastefully smart. 


Crh E,SohoiDeS Gr, 
Tanners of She Schmidt Calf Leathers - 


DETROIT, MICHIGAN BOSTON, MASS. 
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TTORMWELT™— A 
Goodyear welt with a bg rib of solid = 
leather—part of the welt itself. No opening be- 
tween the rib and base of the welt. 

















T is a proper question to ask! What dif- 
ference does it make if your shoes are made 
with GENUINE BARBOUR STORM- 
WELT, or some other variety that looks 
about like it? 
AND, the answer is—that there is a real 
VALUE in the difference. 


BARBOUR STORMWELT is the ONLY 
welt of this character made of one solid piece 
of sole leather, with the upstanding rib an 
integral part of the welt itself. Other so-called 
‘Cork Welt s” are necessarily of two-unit con 
struction—a regular Goodyear Welt as a base 
and the rib or top-deck in the form of a sep 
arate unit,a sort of gasket made of rubber 





> 
Sree 
Wrracareerst® 


"| NOT BARBOUR “STORMWELT’-—-A two 
unit “Cork-Welt!” The “rib” is of lightweight 
upper leather stuffed with a Paper core! 














BARBOUR WELTING COMPAN 








MiIELENCe 


or light upper leather stuffed with string or 
paper. 

From. the very limitations of the two-unit 
construction, a welt of this kind cannot be 
expected to form the sturdy retaining wall, 
the inseam-sealing dam against moisture that 
is accomplished by one-piece sole leather 
BARBOUR STORMWELT. 

For added value in your shoes, for the satis- 
faction of knowing that you have the GEN- 
UINE, for Service and Repeat Orders from 
your customers, specify to your manufacturer 













NOT Syd 
called “Cork-Welt™ made with a regular Good- Bei 3eens 2 
year welt base, but the “rib” is a —— a pra fk 
made of rubber with an opening between rib ame 
and base of the welt. 
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MANUFACTURER 








BROCKTON, MASS. _ 4" 
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D. E. Hirshberg, Veteran Shoe Man, 
Honored for Fifty Years of Service 


Testimonial Dit Dinner Given 
Bamberger Buyer to 
Mark Half Century in 
the Footwear Industry 


Boston, Mass.—A side issue of the 
Shoe Show last week was a delightful 
surprise dinner honoring David E. 
Hirshberg, merchandise manager of L. 
Bamberger & Company, Newark, N. J., 
upon attaining fifty years’ service in 
the shoe trade. 

The dinner was given by the Base- 
ment Shoe Buyers of the Associated 
Merchandising Corporation, a group of 
seventeen leading department stores. 
A special table beautifully decorated 
with flowers was laid for the dinner in 
the Hotel Statler main dining room. 

Mr. Hirshberg, in completing fifty 
years in the shoe trade, also marks a 
thirty-one-year connection with L. 
Bamberger & Company. Following the 
dinner he was presented with a beauti- 
ful Gladstone traveling bag. B. F. 
Wilson of the New York office of the 
Associated Merchandising Corporation, 
acted as toastmaster. Others in at- 
tendance at the dinner were: 

H. W. Brightman, merchandise man- 
ager, Abraham & Straus, Brooklyn; 
M. Marks, shoe buyer for the same 
firm; M. B. Wilson, shoe buyer, Straw- 
bridge & Clothier, Philadelphia; How- 
ard Schaffer, basement shoe buyer, 
Rike-Kumler Company, Dayton, Ohio; 
Owen A. Doody, basement shoe buyer, 
F. & R. Lazarus Company, Columbus, 
Ohio; W. C. Thompson, basement shoe 
buyer, J. L. Hudson Company, Detroit; 
M. E. Rosenblum, basement shoe buyer, 
Stix, Baer & Fuller, St. Louis; Jack 
Conley, basement shoe buyer. Frederick 
& Nelson, Seattle, Wash.; Charles Mc- 
Carthy, basement shoe buyer, Wm. 
Taylor Sons & Company, Cleveland; 
Eugene Clark, basement shoe buver, 
William Filene’s Sons Company, Bos- 
ton, and Joseph W. Kempner, shoe 
buyer, L. Bamberger & Company, New- 
ark. 

In addition to the stores represented 
by their buyers at the dinner, the fol- 
lowing stores are members of the Asso- 
ciated Merchandising Corporation: 

. Ayres & Company, erg 

Ind.: Bullock’ s, Los Angeles, Cal.: 
Dayton Company, Minneapolis, hiinms 4 
The Emporium, San Francisco, Cal.; 
B. Forman Company, Rochester, N. Y.: 
ae Horne Company, Pittsburgh, 

Hutzler Brothers’ Company, Bal- 
eae Md.: Harrod’s, Ltd., London, 
England, Antwerp, Belgium and Buenos 
Ayres, Argentina. 








Gimbel-Cantilever Dinner 


NEw YORK—To emphasize the Canti- 
lever department in the women’s shoe 
department, Gimbel Brothers, New 
York store, the entire sales force of the 
department was given a dinner at the 
Waldorf Astoria, Wednesday, July 6. 
Henry Burton, head of the new Canti- 
lever department, was in charge of the 
dinner and explained the merchandis- 
ing of Cantilever shoes. Theodore Car- 
ter of the Cantilever organization also 
addressed the Gimbel salesforce, num- 
bering about 40. 

Since the installation of the Canti- 
lever department in Gimbel Brothers 
about a month ago, more than 500 pairs 
of Cantilever shoes have been sold 
there. 


Wetherby-Kayser Ready 
to Open Two New Shops 


Los ANGELES (UTPS)—A six-col- 
umn full-length page ad appearing in 
one of the Sunday papers announced 
the closing of the Wetherby-Kayser 7th 
Street Shop. The result was the most 
successful sale in the 42 years of the 
existence of the firm. Two new stores 
to be opened in August, one in Los An- 
geles and the other in San Diego, are 
nearing completion. The Los An- 
geles store will be located at 637 West 
6th Street and is to be devoted exclu- 
sively to men’s wear. This will be the 
first Wetherby-Kayser men’s shop and 
an effort is being made to give the store 
a clubby atmosphere. Roomy and com- 
fortable davenports will be placed 
throughout the store for the use of its 
customers. 

The San Diego store will be one of 
their most luxurious. Large spacious 
display windows and wide roomy en- 
trances will be features of the new 
store. On the first floor, in the front, 
women’s shoes and hosiery will be 
housed while 37 feet of space in the 
rear will be devoted to men’s and chil- 
dren’s foot gear. The men’s side will 
be provided with comfortable daven- 
ports. On the mezzanine floor will be 
located the offices and stock room. The 
store is situated in the new “Southern 
Hotel” and promises to be one of the 
leading shoe stores of that city. 


New Betty Jane Shops 


Detroit, MicH.—E. Brownstein and 
M. Koffmann, proprietors of the Betty 
Jane Boot Shop here, specializing in $6 
shoes, is now opening another store in 
this city, and -still another store at 
Flint, Mich. 





Baltimore Shops 
Stage Clearance Sales 


BALTIMORE, Mp. (UTPS)—Season- 
able merchandise including colored and 
white footwear is being featured at 
interesting prices by local shoe shops 
and shoe departments of other stores 
during their July sales, which are now 
in order. 

Hutzler Brothers is offering an un- 
restricted selection of stone, rose blush, 
parchment, water lily and gray kid, tan 
and black calf, black satin and patent 
colts in a wide variety of styles at $6.95 
that were originally $10 to $15. 

Sports, spectator sports, afternoon 
and evening models of I. Miller beau- 
tiful shoes in snakeskin, lizard, blonde, 
parchment, beige grey, silver kid and 
others are being offered by Hochschild, 
Kohn & Company at $9.85, $11.85 and 
$14.85 that were $14.50 to $16.50, 
$18.50 to $21.50 and $25. 

For their annual clearance sale, Wy- 
man’s, offered all its $8.50 slippers in 
all leathers and styles for $6.95; the 
$10 group for $7.95 and the $12.50 
selections at $9.90. 

Women’s shoes were offered at $3.95, 
$5.95, $7.95 and $9.95 and novelty foot- 
wear at one-fourth off in the semi- 
annual clearance of L. Slesinger & Son. 

White kid, and black dot trimmed 
footwear is offered at $3.25 in the semi- 
annual clearance of Joel Gutman & 
Company. This event usually held in 
August, has been advanced a month. 

In the midsummer clearance at 
Hahn’s red, green, blue, blonde, gray, 
white, black footwear that sold for $10 
to $14.50 is being offered for $7.85, 
and the $4.50 to $8.50 group of patents, 
blacks, white and colors in pump and 
sandal creations is offered for $3.85. 

O’Neill’s is offering their De Luxe 
footwear of black satin, suede, patent, 
dull, white buckskin, white, beige kid- 
skin, cobra, lizard novelties, tan calf 
in various styles at $9.85 that sold 
regularly for $13.50 to $20. 

In the Hess_ semi-annual § sale 
women’s footwear of white colored kid, 
novelty leathers, patent leathers, satins, 
tans, dulls is featured for $5.95 to 
$9.95 that sold for $8.50 to $18.50. 


Hot Weather Comfort 


CINCINNATI, OHIO (UTPS)—An in- 
teresting influence of the effect of 
weather on business is the recent em- 
phasis in Cincinnati of comfort rather 
than of style or price in “shoe-talk.” 

Newspaper advertising carried out 
this idea, the copy reading like this: 

“Sultry days revive Thoughts of 
Comfort!” 

“A woman is just as old as her feet 
let her look.” 

“A sparkler for the Glorious Fourth. 
Step into it and find comfort.” 
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Milwaukee Banquet 
Speakers Selected 


MILWAUKEE, Wis.—George M. 


Spangler, manager of the National 
Shoe Retailers’ Association will head- 
line the program of speakers at the 
first annual Get-Together banquet of 
the Wisconsin Shoe Retailers’ Associ- 
ation during the annual State conven- 
tion at Milwaukee, Aug. 2 to 4 here. 
The banquet will be held the second 
night of the convention in the Sky 
Room -of the Plankinton Hotel. 

Arrangements have all been com- 
pleted for the banquet now according 
to the committee. The speakers on the 
program with Mr. Spangler are: 
Charles Collar, president of the Mil- 
waukee Shoe Retailers’ Association 
and general chairman of the conven- 
tion; Frank Larkin, regional director 
of the National Shoe Travelers’ Associ- 
ation; “Lap” L. Imig, president of the 
Wisconsin Shoe Travelers’ Association; 
C. N. Cody, president, and J. B. Lan- 
genberg, secretary-treasurer of the 
Wisconsin Shoe Retailers’ Association; 
Gordon L. Anderson, BooT and SHOE 
RECORDER; and A. C. Klein, shoe re- 
tailer. John Callahan, Milwaukee, 
prominent in civic activities in the city 
and State will be toastmaster. 

The banquet will start at 6.15 
o’clock. The Sky Room has been re- 
served exclusively for the shoe men 
for that evening. Music for the ban- 
quet and dance which will follow the 
program will be furnished by Miss 
Jean Hammond and her “Tune Tink- 
ers,” who are playing this season at 
the Sky Room. Miss Kathlyn McKay 
will give vocal selections, and Misses 
Marjorie and Margaret La Barge will 
present several dancing numbers. 

The complete program of speakers 
for the business sessions of the conven- 
tion has been rounded out now with the 
announcement that A. S. Puelicher, a 
junior executive of the Marshall and 
Ilsley Bank of Milwaukee, will speak 
> “The Banker and the Business 

an.” 


Sol’s to Have Shoe Dept. 


BALTIMORE, Mp. (UTPS)—An inter- 
esting feature of the new Sol’s Depart- 
ment Store to be erected on the site 
known as 1118-1120 South Charles 
Street, will be its shoe department, 
which wii! be the first shoe department 
to have ever been conducted by the 
establishment. The foundation for the 
store is now under construction, and 
according to present plans, the new 
store will be completed and ready for 
occupancy about the early part of 
October. The temporary location of 
the concern is at 1116 South Charles 
Street. Shoes will be an entirely new 
line of merchandise to be sold by the 
concern which has heretofore confined 
its activities to selling wearing apparel 
and housefurnishings. 


Has 50th Birthday 


Erirz, Pa.—Turning the half century 
mark in business in this city the Wein- 
gerter Boot Shop, now located at 2425 
Peach Street, recently celebrated its 
fiftieth anniversary. The firm is still 
controlled by the Weingerter family, 
three children of George Weingerter, 
the founder, being the owners. 








Blumenthal Promoted 


CLEVELAND, OHIO (UTPS)—P. Blu- 
menthal has just been appointed 
manager of the Father & Son shoe 
store, 10511 Euclid Avenue, in place 
of Lewis Fisher who recently left the 
employ of that company, to go with the 
Nisley store at 10203 Euclid Avenue. 
Mr. Blumenthal, who was formerly as- 
sistant manager, is one of the youngest 
men serving in the capacity of man- 
ager in a Cleveland retail shoe store. 
S. Beil has been appointed-as assistant 
manager under Blumenthal. ¢ 





Baltimore Store Holds 
Shoe Fashion Show 


BALTIMORE, Mp. (UTPS)—AlIl the 
newest modes, prevailing styles and 
shades in women’s and misses’ foot- 
wear and some advance models were 
shown in a_ unique fashion footwear 
show held by Joel Gutman & Company, 
Eutaw at Lexington Street. The foot- 
wear styles were shown on living mod- 
els in one of the large display windows 
of the store. The window was so ar- 
ranged that only the legs and feet of 
the models were seen, a curtain hiding 
the rest. By doing this, the store made 
certain that the attention of the specta- 
tors was centered on the footwear. A 
green background served to accentuate 
the styles and shades. In the group 
shown were brown and tan kid featur- 
ing novel trimmings, two-tone combina- 
tions in slipper single and double strap 
models, open work models, black pat- 
ents, black kid and other popular 
styles, shades and combinations as well 
as white kid, white canvas and other 
white shoes for which a good seasonal 
demand is being experienced. Joel 
Gutman & Company features the Tru- 
Grip corrective shoes and also sell ex- 
clusively in this city the Dr. Kahler 
shoes. 








| 
Baker Opening One Store 


and Remodeling Another 


Los ANGELES, CAL. (UTPS) — A 
handsome new Pasadena shoe store 


now under construction will house 
the C. H. Baker Co., and will be 
ready for occupancy about September 
1. The building will cost $75,000 and 
is to be considered one of the finest of 
his chain of stores. It is Mr. Baker’s 
purpose to make his Pasadena store 
the most completely equipped shoe es- 
tablishment west of Chicago. The build- 
ing will have a frontage of 33 feet 
and a depth of 125 feet. The main floor 
will be devoted to both men’s and 
women’s shoes, as well as hosiery. 

Another of the Baker shoe stores, 
formerly known as the Harris Shoe 
Store, is in the process of remodeling, 
after which it will revert to its original 
name, that of C. H. Baker. The build- 
ing which is 25 by 80 feet has two 
large display windows and will be de- 
voted to men’s wear only. This is the 
first of the Baker stores to carry men’s 
wear exclusively. An increase of 50 
per cent. in the sales of men’s shoes 
during the last 90 days warranted the 
opening of a men’s store with a new 
policy in prices. Three prices will pre- 
vail, $6.50, $8.50 and $10.00. 





Not Selling Whites 


Contrary to a report published 
in our issue of July 2, Krupp and 
Tuffly of Houston, Tex., are not 
finding white footwear among 
their best selling numbers. The 
report did not originate, we find, 
with any member of the Krupp 
and Tuffly firm and was unauthor- 
ized by them. Patent leather Re- 
gent and D’Orsay pumps are the 
best selling numbers at this time. 














be bought in dangerous shoes. 
only in safe shoes. 


dition. 


—Ed. Note.) 





Merchandising Fundamentals 
By Ernest A. Burrill 


Retail Contact Man, Geo. E. Keith Co. 





If sizes sell seven times as fast in the middle as they do on either 
end, then they should be bought that way and stock should be 
studied with that ideal condition in mind. Safe sizes only should 
Dangerous sizes should be bought 


The above is a simple way of illustrating a very important con- 
Size studies not only reflect what sizes to buy, but even 
more important what sizes not to buy. 

(The last of a series of ten merchandising sermons in tabloid form. 
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New Orleans Shoe 
Shops Making Changes 


NEW ORLEANS (UTPS)—Moving 
season among the shoe retailers has 
started early this year. Weil & 
Alonzo, the Crossett Shoe Shop, will 
move about Aug. 15 to their new quar- 
ters in the Pere Marquette Building, 
145 Baronne Street. They are now 
located on Canal at Carondelet Street. 
When the store moves they will put 
in a full line of men’s furnishings and 
hats, according to E. Alonzo who is the 
partner of E. H. Wild. 

The new store will be fitted out with 
the latest mahogany fixtures. It will 
have five display windows on the street 
and on the arcade of the building. The 
owners have the intention of making 
the store one of the most convenient 
for the trade in New Orleans. 

The Bostonian Boot Shop, one of the 
chain of stores of Rosenberg Shoe 
Stores will close about Aug. 1, accord- 
ing to an announcement of the com- 
pany. At present they are clearing 
their shelves of all stock. About a 
year ago the store was acquired by the 
company from Bob Mayer who had 
conducted the store on the corner of 
Carondelet and Common for several 
years. 


Bandits Rob Shoe Man 


PITTSBURGH, PA. (UTPS)—Trussing 
up Lewis Robinson with a rope just af- 
ter he had opened his store, bandits 
recently held up and robbed the Robin- 
son Shoe Store at 2334 Carson Street, 
Southside, of $75 in cash. 

Lewis Robinson, who is a partner with 
his brother Samuel, had just opened 
the store when two men entered with 
drawn revolvers and ordered him to 
keep quiet. One of the pair then drew 
a rope from under his coat and tied 
and then dragged him to a rear room 
where he was left. The other gunman 
meanwhile rifled the cash register. 

Both of the bandits left the store by 
the front door and had gone only about 
fifteen minutes before Samuel Robin- 
son arrived and found his brother help- 
less on the floor of the rear room where 
he had been left. Neither of the two 
hold-up men had been apprehended 
when this was written. 


Kinney Girls Have Outing 


HARRISBURG, Pa. (UTPS) — The 
headquarters office staff of the G. R. 
Kinney Co., Inc., which operates five 
shoe factories and distributes its prod- 
uct in 279 stores throughout the coun- 
try, indulged in a bit of recreation here 
at an outing in Reservoir Park. 


Those present were: Miss Dorothy 
Sheffey, Miss Lucile Black, Miss Ruth 
Smink, Miss Etta Yoder, Miss Suzanne 
Shearer, Miss Effie Boyd, Miss Ann 
Travis, Mrs. William Clemm, Miss 
Gene Marsili, Miss Mary Snyder, Miss 
Rosanna Dice, Miss Katheryn J. Kerns, 
Miss Kathleen Wetzel, Miss Thirza 
Connor, Miss Katheryn Weaver, Miss 
Caroline Spangler, Miss Lydie Depuy, 
Miss Elsie Sharp and Miss Audrey 
Primrose. : 





**Select”’ Shop to Close 


BALTIMORE,- Mp. (UTPS)—Edward 
Brady and I. V. Boylan, trading as 
the Select Boot & Shoe Shop, 418 North 
Charles Street, will discontinue busi- 
ness at the above address according 
to an announcement made by the con- 
cern. This shop has been doing busi- 
ness for many years serving the best 
clientele of the city. Its retirement 
from the shoe field will mean the loss 
to Baltimore of one of its well known 
exclusive shoe shops. 


Cal Mensch Back 
After Auto Trip 


PHILADELPHIA, Pa. (UTPS)—Cal J. 
Mensch, managing director of the 
Middle States Shoe Retailers’ Associ- 
ation is back from a successful “selling 
trip” of that body to retailers in Vir- 
ginia and Central Pennsylvania as a 
result of which there has been a sizable 
increase in new memberships. His 
“route” included a 500-mile auto trip 
through Virginia with fine meetings in 
Richmond, Lynchburg, Roanoke, and 
Norfolk. At Norfolk Mr. Mensch was 
greeted by forty members of the Tide- 
water Shoe Retailers’ Association at a 
meeting, called by Mr. Bunny of the 
Walker shoe store while at Richmond 
there also was a fine meeting of retail- 
ers called by Warner Pierce, the presi- 
dent. At both, Mr. Mensch talked not 
only shoe retailing but insurance and 
as a result of the latter obtained sev- 
eral large policies for the National 
Retailers’ Mutual Insurance Company. 

In Pennsylvania “Cal” covered the 
anthracite coal region with good re- 
sults, some of the larger cities visited 
being Hazleton, Wilkes-Barre, Scran- 
ton, Sunbury, Williamsport, Ashland, 
Mahanoy City and Shamokin. A large 
number of members and $100,000 in in- 
surance were the concrete results. 


Shoe Painting Hits South 


RICHMOND VA., (UTPS)—If you 
notice that the girl who works near 
you in the office or who rides the bus 
to work with you in the morning has 
a pair of shoes that changes color but 
not shape and style every day—if you 
notice that, you have no cause to sus- 
pect either your eyes or the quality 
of your liquid refreshments. 

Her shoes may look green one morn- 
ing and red the next, and actually be 
green one morning and red the next. 
For during the evening hours, when 
you are enjoying yourself, the same 
girl is wielding a brush in preparation 
for the color surprise of the next day. 

It is estimated that hundreds of 
Richmond girls have adopted the avoca- 
tion of shoe-painting within the past 
few weeks. This newest fad has swept 
the city faster than crossword puzzles, 
“ask me another” and Guggenheim. 
Whenever two or more girls are gath- 
ered together their conversation is all 
about the wonderful shades of red one 
got last night, or about how becom- 
ingly a new-painted pair of shoes 
matches a certain pair of hose. 

The old topics of conversation— 
permanent waves, seashore vacations, 
the strange stupidity of bosses—are as 
forgotten as Arctinus of Miletus or 
Chrestien de Troyes. 





Nelson and Bristol 
Stores Consolidate 


BALTIMORE, Mp. (UTPS)—The Nel- 
son Shoe Trade, 33 West Lexington 
Street, has been consolidated with the 
Bristol Shoe Store, 38 West Lexington 
Street, the consolidation to become 
effective Sept. 1, when the business of 
both stores.’will be conducted at the 
Bristol Shoe Store. The ownership of 
both stores has been the same for the 
past few months, both being owned by 
Herman and Louis Cohen, trading as 
Cohen Bros. The business of the Bris- 
tol Shoe Store was purchased from the 
defunct Bristol Shoe Stores Company, 
operated and owned by Irvin Eichen- 
green and Sigmund Adler following its 
bankruptcy, while the business of the 
Nelson Shoe Store was purchased from 
Walter J. Satterfield, owner of the 
business following his announced re- 
tirement from the shoe business. Both 
stores and businesses have been ope- 
rated under their respective names. 
Recently the building housing the Bris- 
tol Shoe Store was considerably en- 
larged giving the owners more than 
double its former selling floor space, 
for women’s shoes and a new children’s 
department and two enlargement 
hosiery departments. 


Third Anniversary Sale 


PITTSBURGH, Pa. (UTPS) The 
“Third Anniversary” sale conducted by 
the Parisian Bootery, 520 Wood Street, 
which lasted throughout the entire 
month of June, was a decided success, 
according to S. B. Levine, buyer for 
the store, and the RECORDER corre- 
spondent was a witness to the brisk 
business being done, having observed 
an overcrowded store on numerous 0oc- 
casions while the sale was in progress. 

All shoes sold at $8.85 the pair, a 
radical reduction, as prices for the shop 
usually range from $10 to $25 the pair. 

All the light kids were tremendously 
popular throughout the sale and con- 
tinue so, while Mr. Levine declares that 
white shoes have achieved such popu- 
larity with them this summer that it 
is hard to get enough of them. 


“Pied Piper” Visits Racine 


RACINE, Wis.—About 2000 children 
greeted the “Pied Piper of Pipertown” 
when he was brought here recently by 
the Nelsen Shoe Co., retailers on Wash- 
ington Avenue, to advertise the Pied 


Piper shoes. The demonstration was 
brought about through three small ads 
which the Nelsen company used prior 
to his visit. The “Piper” and children 
formed a parade three blocks long. 


Honor Old Employee 


York, Pa—lIn honor of his forty- 
three years employment in the Reine- 
berg «Shoe Store here, Samuel A. 
Brueggeman was tendered a dinner by 
the firm at a local hotel recently, which 
was attended by the entire sales and 
office force of the store. E. Reineberg 
officiated as toastmaster. 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 















Richards & Brennan Co., Randolph, Mass. 
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COMMONWEALTH SHOE & LEATHER CO.¥ 
WHITMAN, MASS. 
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HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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Lynn Factories 
Start on Brisk 
Fall Production 


Buyers Trading Up and Resisting 
Price Advances Less Strongly 
Then Has Been Anticipated 


LyNN, Mass.—Shoe business here 
shows quite an improvement. Fac- 
tories have started briskly on the fall 
run. Prices are moving up. So are 
grades. Styles continue pretty. Pro- 
duction promises to be steady during 
the summer months. Manufacturers 
are merchandising more aggressively. 

One common report is that buyers 
have ground down prices so much that 
they have crushed profits. Now they 
are turning about and moving to high- 
er prices and better grades, so as to 
restore the item of profit to business. 
The resistance to higher prices is less 
than was expected. 

The color question is clearing itself. 
Blacks are good for some time. Browns 
are gaining in the soft, medium tones. 
Fancy colors, and grains, more numer- 
ous than ever, and also of finer qual- 
ity, are much used for formal dress 
shoes, like those worn to card parties 
and dances. The sale of this class of 
footwear will show a further increase 
this fall and winter. 

Patent continues the foremost 
leather, despite its considerable ad- 
vance in price. Suedes are running in 
blacks and browns, with a few high 
tones in use here and there. Black kid 
and calf is in better demand than for 
some time. Russia calf is good, espe- 
cially in oxford type. Tanners have a 
new method of finishing leather to pro- 
duce a soft, luminous tone. This fin- 
ish is fast to light and water and won’t 
crack. 
as the shoes are worn. 

In patterns, lines are in graceful! 
curves, with a few exceptions for the 
severely straight lined shoes. Patterns 
are broken up into small areas, to 
yield new designs in lines and colors. 
Heels continue low, and toes somewhat 
narrow and graceful, usually un- 
trimmed, for the decoration is put on 
the center of the shoe, partly to break 
lines of length and partly because it 
shows up better there. 

New orders indicate a gain on pump 
effects, especially the clever designs 
that show smart straps, or ingenious 
bow and buckle trims. Oxfords, of 
course, are a proper style, and there is 
a good demand for ribbon ties from 
some cities. Wellingtons continue to 
bid for favor. 


Better grades of shoes are quite 


light in weight, but of stronger con- 


That is where skill in shoe- 





() FoR MEN 
M. A. PACKARD CO., Makers 








struction. 


It ought to mean neater shoes, | 





making comes in. Evidently, fastidious 
women wish shoes to fit comfortably, as 
well as snugly to their feet, like a glove 
on the hand. Designers repeat the re- 
mark that women like to feel the re- 
straint of leather on their feet. Even 
health shoes are of lighter weight, and 
some of them are of smart patterns, 
and of reptile or other fancy leathers. 

A great deal of interest is shown in 
the construction of bottoms, both as re- 
gards methods, whether welt, turn or 
McKay, and the tightness and strength 
of seams. The trade is back to the old 
story that shoes are no better than their 
seams. 


Gerson-Nordheimer, Inc. 


New Manufacturing Firm 


NEw YorK—A new shoe manufac- 
turing concern has been organized un- 
der the name of Gerson-Nordheimer, 
Inc., located at 40 W. 20th Street. The 
members of the firm consist of L. M. 
Gerson and. Morris Nordheimer. Mr. 
Gerson was for some years with Halla- 
han & Sons of Philadelphia, but more 
recently with the Rickard Shoe Co. of 
Haverhill. This is his first venture 
into the shoe manufacturing business 
on his own. His partner, Mr. Nord- 
heimer, was for some time on the sales 
staff of the I. Miller organization, and 
following that with the Elco Shoe Co. 
of Brooklyn. 

The new firm will specialize in 
women’s fine turn shoes to retail at 
$10 and $12. The plant occupied is the 
old Philipson-Lockwood location, which 
has a reputation of being of very latest 





in design and construction. When the 
firm gets into full operation, which wil! 
be in a few weeks, they expect to have 
a capacity of 500 pairs a day. 

A. W. Kozumplik will have charge of 
production, while both Mr. Gerson and 
Mr. Nordheimer will handle the sales 
end of the business. 


50 Year Old Leather 


RACINE, Wis.—Strips of leather 
which are known to have been in the 


ground for 50 years have recently been 


unearthed here during excavation 
work and found to be just as pliabk 
and strong as they were when the) 
were dumped in the spots. 

The old Miller Shoe company here 
was located in its first factory building 
at Fourth Street and Lake Avenue and 
the refuse from the factory was 
dumped and used as filler for what is 
now Lake Avenue. 

The strata of leather was located 
during excavation for two buildings 
and samples of the leather show that 
it is just as good now as a half cen- 
tury ago. 
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The “Flying Ace’’ Shoes 


CoLUMBUS, OHIO (UTPS)—The 
Miller-Lerch Shoe Manufacturing Co., 
operating a large factory on East 
Fulton Street, and with offices at 35 
North Fourth Street, has named its 
new line of men’s shoes “The Flying 
Ace.” This timely and appropriate 
name is catching on in good shape. 
The line of shoes has just been brought 
out and is an ultra smart model, made 
in blucher style over a “super balloon” 
type of last. It has a number of deco- 
rative features which made it a ready 
seller. It is built in both tan and black 
with C and D widths. These shoes 
are packed in specially constructed 
cartons bearing a lithographed label 
illustrating “The Flying Ace.” 


Haverhill Looks for 
Big Run on Blacks 


HAVERHILL, Mass.— Business has 
taken a decided upward look with the 
opening of the month and shoe men en- 
couraged by their meetings with the 
buyers at the Boston style show are 
getting ready for an early opening of 
fall business. Immediate business has 
also taken a stimulus, more noticeable 
with the turn manufacturers and the 
high grade McKay producers. Buyers 
have shown sharp interest in fall mer- 
chandise and are expected to remain in 
the market until the middle of the 
month. Factory visitations have been 
many, several large chain store buyers 
and jobbing trade representatives being 
entertained here this week. 

A big run on blacks is assured for 
fall with manufacturers buying heavily 
on black patent, satin, mat kid, and 
suede. Gunmetal, patent and reptiles 
are to be used freely for trim. Brown 
kid, suede, and calf irt the new colors, 
notably briarwood and stroller tan are 
also used in every line. Fine selections 
of reptiles and lizards are making ap- 
pearance in the better grades. The 
ever-popular one-strap is ruling favor- 
ite for fall and winter. The broad strap 
spoken much of earlier in the season 
has not achieved general approval, the 
greater number of the strap types re- 
taining the dainty narrow straps. Ox- 
fords follow straps with a greater style 
range than ever before, ranging from 
one to seven eyelets, and in both closed 
and open front effects. Step-in pumps, 
gores, and plain slippers complete the 
patterns. Plainer shoes without loss of 
style have been achieved much to the 
satisfaction of producer and buyer. 


Godman Closed for Week 


CoLumsBus. OHIO (UTPS)—The H. 
C. Godman Co., large shoe manufactur- 
ing concern in Columbus operating 
eight units in that city as well as Lan- 
caster, Ohio, closed down all of the 
plants during the July Fourth week. 
This is the first time such action has 
been taken in several years and was 
hardly warranted this year, judging 
from the large volume of orders on 
the books of the company. But the 
employees have been kept at work so 
steadily that a week’s vacation was 
thought to be in order. The capacity 
of the plants has been sold up to Nov. 
1 and all units are being operated to 
capacity. Shinments on fall orders are 
going out briskly. 











June a Good Month 
For Milwaukee Factories 


MILWAUKEE, WIs.—The shoe indus- 
try in Milwaukee is in a good condition, 
according to the manufacturers and 
June was one of the best months many 
of the companies have had so far this 
year. A bright outlook for the Fall is 
expected by the industry as a whole as 
indications now point to a general bet- 
terment of business. 

At the B. B. Shoe Co., manufactur- 
ers of ladies’ footwear, George Peter- 
son said their business is exceptionally 
good on the new Fall lines which con- 
sist mostly of patents with a few 
browns. Mr. Peterson is inclined to 
view the future with optimism as the 
past weeks have shown a decided in- 
crease in the volume. The Fall foot- 
wear is being made up largely in ties 
and oxfords with Cuban heels. The 
plain black patent shoes form about 
one-third of the production of the fac- 
tory. 

Fred A. Mayer, sales manager for 
the F. Mayer Shoe Co., reported that 
June was an excellent month for busi- 
ness. It was the largest mail order 
month that the Bayer company has 
ever had in its history. The trade 
wanted shoes for immediate delivery. 
Most of the footwear shipped out con- 
sisted of staple lines which are always 
good in June, July and August. He 
anticipates a heavy run of orders dur- 
ing July if the business repeats that 
of last year, as July, 1926, was very 
good. There is a natural trend of buy- 
ing during July and August as the re- 
tailers have to think of buying if they 
want any shoes for Fall. The situa- 
tion on collections is very good, ac- 
cording to Mr. Mayer. This is a very 
encouraging sign in the business. He 
said that the outstanding accounts are 
small and that the collections have been 
coming in good in the past few weeks. 
He said that conditions in the North- 
west territorv where a good share of 
the output of the company is sold, are 
good and he believes that unless some- 
thing unforeseen occurs in that terri- 
tory, it will take a large amount of 
the company’s production for Fall. 

Robert J. Dempsey, sales manager 
for the Weyenberg Shoe Manufactur- 
ing Co., said that the men were off the 
road during the holiday and the mail 
order business slumped at that period 
as it usually does. The representatives 
now have the new sample lines and 
they should receive good orders on 
their trips around the territories. The 
new Fall line of the Weyenberg com- 
pany consists of darker shades of tan, 
more conservative colors than those 
shown for summer. The wider toe is 
in vogue and the young men’s shoes 
are being “dolled up.” There are al- 
most as many black numbers in the 
new line as there are tans, but Mr. 
Dempsey believes that the new shades 
of tan will outsell the blacks. 

The Harsh & Chapline Co. has been 
doing a verv good volume, according 
to Fred W. Moritz, general sales man- 
ager, and it has given the new lines 
to the men on the road. Darker shades 
of tan are expected to sell very well, 
Mr. Moritz said, and the blacks also 


should be good. The tans are conser- | 


vative models in the dress shoes. 











WHERE TO BUY 
Men’s Shoes 











opt HAND TAILORED ' 
eae HAND LASTED 
BIon F-REYNOLDs Co-=, 
BROCKTON MASS. 


STOCK DEPT. 5 











SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








Ce 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. CO. 











Rockland, Mass. 








WHERE TO BUY 
Standard Shoe Materials 








The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 

CREBSE & COOK CO. 
Tanne: les at Denversport, 95 South St., Boston. Vase. 




















Strong and Flexible 
Counter Board 


Made from 
Long Fiber 
saonet by 

The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 














, New York 


est Virginia 


Recommended for Counters, 
Innersoles and Heel Reinforcers, 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 

Detroit New York 





Chicago y 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


ee em emer. 








Harsh & Chapline Co. 





NoveltySlipperCo. 


Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 





New York City 














PARISTYLE FOOTWEAR MFQ@. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 Bway 
HIGH GRADE TURN MULES and D’ORSAYS 
Satine, Kids, Brocades and Fancy Patterns 


Ta =: Pad 


Men's All Leather House Slippers 












Semples 
ROTH & ROSENBERG SHOB CO. 








124 N. Srd St., Philadelphia 











WHERE TO BUY 
Children’s Shoes 


oo 


SporteeS$ 


Misses and college girls Pra mys Welts 
for the distributing only 


A. N. WOLF SHOE sect 
ver, Pa. 


_ 
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“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


ROCHESTER, N. 
Boston Office: Statler Bide. ‘Room 532 

















- Holds Sales Conference 


MILWAUKEE, WIS.—The annual sales 
conference of the Harsh & Chapline 
Co., shoe manufacturers here was held 
at the Hotel Pfister, July 6, 7 and 8, 
with the entire sales force of the com- 
pany in attendance. 

The salesmen were honored with a 
visit and an address by John W. Crad- 
dock, chairman of the board of direc- 
tors of the ‘Craddock-Terry Co., Lynch- 
burg, W. Va. 

The meeting opened Wednesday 
morning with a roll call by E. A. 
Travis, sales manager for the com- 
pany, and Fred W. Moritz, general 
sales manager, extended the welcome 
to the representatives. He expressed 
himslf as being highly pleased with 
the phenomenal sales increase in the 
Spring business this year, and said 
that everything points to a tremendous 
increase during the Fal 

Other speakers on the program were 
George P. Utley, general manager; A. 
Germanson, credit manager; Mr. 
Travis; and H. A. Unke, in charge of 
styles. 

On Thursday afternoon, the meet- 
ing adjourned to Pine Lake where the 
men were guests of the company at 
dinner. 

The new Lion brand of shoes and the 
Harshline dress shoes were displayed 
to the salesmen during the meeting 
and new samples were given to them 
following the sessions. They were very 
enthusiastic over the Fall lines and 
promise to turn in a good volume of 
business, 





Public Offering of 
Craddock-Terry Stock 


RICHMOND, VA. (UTPS)—Wheat, 
Galleher & Co., Inc., of Richmond is 
offering an issue of $350,000 of Crad- 
dock-Terry Company 7 per cent cumu- 
lative’ sinking fund class “C” preferred 
stock. The stock will be preferred as 
to assets and dividends and free of the 
present Federal normal income tax and 
tax exempt in Virginia and North 
Carolina. It is redeemable in whole 
or in part on sixty days’ notice on any 
dividend date at $110 per share and 
accrued dividends. Par value is $100 
per share and price is 100 flat, to yield 
over 7 per cent. 

Net income of the Craddock-Terry 
Company for the last ten years, avail- 
able for dividends on the 7 per cent 
cumulative sinking fund class “C” pre- 
ferred stock, has averaged $1,030,850, 
or over ten times dividend require- 
ments on the class “C” preferred stock 
now outstanding and to be _ issued. 
Gross has increased consistently since 
1917 from $9,380,975 to $19,963,915 for 
the year ending Dec. 31, 1926. 

The Craddock-Terry ‘Company is a 
Virginia corporation, engaged in the 
manufacture of shoes, and is one of the 
largest enterprises of its kind in the 
South. The company’s operations in- 
cluding its Lynchburg plants, a Balti- 
more branch and Western and North- 
western departments, consists of five 
wholesale distributing houses, ten shoe 
factories and one tannery. 





at Millersburg 











Cotter Makes a Change 


LYNN, Mass.—Cotter, Goodrich & 
Sarra, makers of McKays, is liquidat- 
ing. It is expected that a new firm 
will be formed to take over the equip- 
ment. The Cotter Shoe Co., an old 
established firm, will maintain its iden- 
tity. It has some inventions and trade 
marks of value. Charles F. Cotter and 
his son John will turn their attention 
to some new enterprises. 





John E. Paden, Treasurer 
of Endicott-Johnson, Dies 


Held Many Positions of Trust 
During Business Career 


ENpIcoTt, N. Y.—John E. Paden of 
208 Garfield Avenue, treasurer of the 
Endicott-Johnson Corporation, died of 
septicemia at the Johnson City General 
Hospital July 6, at 2.35 o’clock, after 
an illness of ten days. He was 43 years 
of age. 

Mr. Paden came to Endicott in 1906, 
which thereafter was his residence. He 
entered the employ of the Endicott- 
Johnson Co., the management of which 
soon was impressed with his unusual 
business ability in business and finance. 
He was made assistant treasurer of 
the company about ten years ago and 
was continued in that position when 
the company became the Endicott- 
Johnson Corporation in 1919; in the 
following year he was advanced to the 
position of treasurer upon the resigna- 
tion of Eliot Spalding from that office. 

Various other positions of trust were 
held by Mr. Paden at the time of his 
death. He was a director of the Endi- 
cott Johnson Corporation, a director of 
the State Bank of Endicott and a di- 
rector of the Workers’ Trust Co. of 
Johnson City. He was a trustee of St. 
Ambrose’s Church, a member of the 
managing board of the Lourdes Hospi- 
tal of Binghamton and a director of 
Endicott Council, Knights of Colum- 
bus. He was president of the Holy 
Name_ Sodality of St. Ambrose’s 
Church. He was treasurer of the En- 
dicott Free Library. 





Cleyborn Shoe Company 
in Millersburg Plant 


HARRISBURG, Pa. (UTPS)—The old 
plant of the Millersburg Shoe company, 
in upper Dauphin 
county, has just been acquired by a 
newly organized corporation known as 
the Cleyborn Shoe company, and early 
eperation of the factory is planned. 

The new company is capitalized at 
$60,000, of which $25,000 is preferred 
stock. The factory building was ac- 
quired from the Walborn estate for 
$22,000 and much additional machinery 
is to be installed. Manufacture of chil- 
dren’s and misses’ welt shoes is con- 
templated 

The principal stockholders are Galen 
H. Clay of Muncie, Ind., Frank P. Eye: 
of Bloomsburg, Pa., and George M. 
Walborn of Bloomsburg, Pa. 
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“Any mer- 
chant who sells 
price instead of 
quality is a poor 
business man,” 
said Abraham 
Hass, “high 
grade men’s 
shoes exclusive- 
ly,” of 88 De- 
lancey Street, 
New York, in a 
recent interview 
given to a RE- 
CORDER representative at the Boston 
Shoe and Leather Fair. “No retail 
shoe concern which has always sold 
quality has anything to fear from 
the advance in shoe prices. I be- 
lieve, however, that the public should 
be advised of the coming advances 
in shoe prices, as the great majority 
of people feel that prices should stay 
where they are. Just at present 
many retail houses do not have to 
worry as their manufacturers are 
well stocked with leather, bought at 
the old lows, and when the rise comes 
we shall have all worked out some 
method whereby we can best handle 
this situation of advising the public 
that they must expect the inevitable 
advance in footwear prices. 













Abraham Hass 

























Leather prices have likewise been 
firmer, but whether they will ad- 
vance commensurately with hides is 
the problem now giving concern to 
the tanners. Like cotton goods, 
leather is selling below reproduction 
cost and unless prices advance the 
tanners will find themselves unable 
to make a profit. The absence, how- 
ever, of any important accumulation 
of either leather or hides gives the 
tanners powerful support in their 
efforts to maintain a fair margin 










“Sell Quality, 
Not Price” 


Is Advice of New Yorker Who Sells High 
Grade Shoes on Lower East Side 


“Keen Competition Today” 

“There is keen competition today 
in retail shoe selling; manufactur- 
ers should do everything possible to 
help the retail shoe merchants, in 
the way of good construction, better 
fitting lasts, salable numbers and 
colors, as to better window and in- 
terior displays, for the public is 
more discriminating today than ever 
before. My clientele know that I 
carry only the best grades, but I 
have had this statement made to me 
from a window shopper, ‘That shoe 
in the window has three rows of 
stitching. This has only two.’ They 
look at store windows today more 
carefully than ever before.” 

Mr. Hass recently gave a talk be- 
fore the Commonwealth Shoe and 
Leather Co. at the Whitman, Mass., 
plant, and told the factory workers 
that both the merchant and the 
manufacturer are looking to them 
as to other factory workers, for ex- 
cellence in workmanship, and that 
on the care and skill which they use 
in construction depends in large part 
the continuity of their employment 
and weekly wage. 


No General Resistance to Prices 
[CONTINUED FROM PAGE 37] 


between the raw and processed ma- 
terial. 
(In Thousands) 
Jan. Jan. Jan. Dec. Feb. Apr. 
1923 1925 1926 1926 1927 1927 
Raw Hides on 
and— 
Total .... 6384 4751 4507 3880 3606 3161 
Tanners . 3280 2179 1895 14238 15388 1279 
In Process— 
Total .... 6077 5511 5198 5359 5450 5422 
Finished | 
Stocks— 
Total .... 7043 4843 4731 3400 3261 3265 
Total Raw- 
stocks, 
Process 
Stocks and 
finished 
leather in 
hands of 
tanners ..16400 12533 11824 10182 10249 
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WHERE TO BUY 
Ballet Slippers 


6 6 A ee 





BALLET SLIPPERS —-IN STOCK 
of the unusual kind 
8102 Bik. Glazed Kid, Soft Tee 


-40 
Women's 2/2 te 8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Ine. 


Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 








OSENBERG 
124 N. 3rd St., Philadelphia 








Sumith » 

Faencn fe 

BALLETS a 

Rights and Lefts \) 
Two Grades. 





Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.25 1.20 1.15 








we. 
i “ai 
Stock 25 W. Mt 
Chicago, til. 
Im Steck Black Bal- 


let Slippers 

Ladies’ fi:30 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 

BLOG SHOE OO., ING. 
147 Duane 8t., 
New York, N. Y¥. 














LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. Chd's. 
$1.45 $1.40 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 


EW 
and 
Improved 

Tee: Child's $1.09 . 















ALLETS 
Turn, Viel Kid 
Im Stock 


Alse poew 8 Grades 


Samples ew York 


nears 


on Request Everything 
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WHERE TO BUY 


Store Fixtures 












GOOD WINDOW 
FIXTURES 


tore Designers and Builders 









L. GOODWIN & CO 
WORCESTER, MASS 
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WHERE TO BUY 


| Women’s Novelties 


Rewer 








Your Chance for Big Profits 


‘ Price only $3.25 less 20 BH. 
\ “Aero” cent (nets you $2.60). ° 
\ imum order 12 pairs, maximum 
86 pairs. 
Order now while you can get 
exact sizes. 
SAMUEL COHEN SHOE CO. 
72-82 Lincoln St. 
Boston 














Latest Styles at 
Popular Prices 
in Stock. ~ 
STL.-NEW YORK 

















WHERE TO BUY 


Shoe Ornaments 











_\.. SHOE ORN, 
Studded Heels ~ 
W22ndSt.New 





WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 





Dept. 
ILLINOIS COLLEGE OF CHIROPODY 
1827 WN. Clark Street, Chicage 








Big Color Splash in 
Kansas City Window 


Kansas City (UTPS)—Probably 
the most attractive shoe window in 
Kansas City is that of Chandler’s Boot 
Shop on Walnut Street. 

The window is a veritable splash of 
color. All of the light pastel shades 
are represented, the deeper reds and 
blues and greens and to tone it down 
a bit a black patent pump is seen here 
and there. 

A general tone of | gee is given the 
window by a drape of sheer green voile 
which flows gracefully in and out 
among the display racks. 

For a background is a wall of 


Having the reputaton of being one 
of the best shoe salesmen in the indus- 
try, Herbert Newton Lape was recently 
elected president of the Julian & Ko- 
kenge Company of Cincinnati. This 
high honor follows a career of excep- 
tional activity in which Mr. Lape has 
had opportunity to show his ability in 
a marked way. 

Mr. Lape was born in 
London, Ohio, and in his 
boyhood days was an am- 
bitious newsboy. It was 
while hustling papers in 
the old Naghten district 
that he got his first con- 
tract with salesmanship, 
an experience invaluable 
to a young man. 

A few years later he 
was a waiter in the P. 
Herkle restaurant in the 
Union Station, again find- 
ing at first hand 
some of the 
habits of the pub- 
lic. He had many 
other vocations 
and experiences 
before he was 
twenty. One sea- 
son he was a 
drum major for 
the band of the 
old Wilbur Opera 
Company. 

In his early 
twenties he 
learned the man- 
ly art of boxing 
and became very 
proficient at it. 
At one time he held the amateur cham- 
pionship for the State of Ohio, weigh- 
ing in at 122 pounds. The experience 
of swapping punches became part of 
his well-rounded contacts wth all sorts 
of people. 

In his early twenties, carrying with 
him aggressiveness, he got a job on the 
road, traveling for the Wolfe Bros., 
operating the old C. & E. Company. 
His territory was within the States of 
Missouri, Kansas and Oklahoma, and 
what he then learned in retail contact 
has been his best help ever since. 

In 1904 he became associated with 
the Julian & Kokenge Company of Cin- 
cinnati, traveling for them in the same 
territory. Step by step he showed the 
house, and the trade, that he could sell 
more shoes. His experience as a sales- 




















HERBERT N. LAPE, 


Newly elected president of the Julian 
& Kokenge Co. 





From Salesman to President 


Progressive Experiences Ably Fit Herbert Lape 
for Leadership 


man qualifies him for the title of being 
one of the shoe trade’s best salesmen. 

Advancement was rapid, and he was 
taken into the counsel of the company 
as a director. Then step by step he 
was elected secretary, following into 
the office of vice-president, and on June 
30 was elected president of the Julian 
& Kokenge Company, and The Lape & 
Adler Company. 

The new line-up of officials 
are Herbert N. Lape, president 
and general manager; Walter 
T. Dickerson, vice-president; 
Richard Stix, treasurer; Wal- 
ter Spohr, secretary; Milton 
Adler, chairman of the board; 
W. A. Julian, chairman of the 
executive committee. Mr. Lape 
succeeds Milton Adler, who was 
for thirty years president of the 
company. Mr. 
Adler will not be 
actively asso- 
ciated in the day 
by day running 
of the business. 

The Julian & 
Kokenge Com- 
pany operate a 
main factory in 
Cincinnati, Ohio, 
producing ap- 
proximately six 
hundred thou- 
sand pairs of 
shoes per annum, 
retailing at from 
ten dollars to fif- 
teen dollars per 
pair. The Colum- 
bus branch fac- 
tory is known as The Lape & Adler 
Company, doing a business of approx- 
imately five hundred thousand pairs 
per annum, retailing at from seven dol- 
lars to ten dollars per pair. Walter T. 
Dickerson, managing director of the 
Columbus department for the past two 
and one-half years, now becomes vice- 
president of the Julian & Kokenge Com- 
pany. 

The new executives have been re- 
ceiving the congratulations of the 
trade this past week while in the Bos- 
ton market. Mr. Lape expressed him- 
self as keenly optimistic over the fu- 
ture of his business, his first ambition 
being to boost the sales to a factory 
valuation of ten. million dollars, and 
has already established aggressive poli- 
cies to achieve that total. 








Copenhagen sand in light tan with 
carved figures and at the top of the 
window are draperies in black and 
gold. 

The window, divided in the center by 
the entrance is given extra capacity 
by its double offset construction. In 
the windows on both sides of the door 
are 140 different numbers which are 
kept in full size lines by the store. 
The window was decorated by Joe 





Arenson, manager of the store. 





New Toledo Store 


TOLEDO, OHIO (UTPS)—The Thomp- 
son Shoe Co., chartered several weeks 
ago, headed by A. H. Thompson, a well 
known shoe man of Toledo has opened 
a new exclusive shoe store at 402 Jef- 
ferson Street, in a large store room 
near the center of the business district. 
He was connected with the George Wild 
Shoe Co. of 1503 Dorr Street, for the 
past twelve years. 
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“Lenox Welt Plain Blucher” 


2109—Child’s Patent, 2 to 5... $1.35 
c 3109—Child’s Patent, 4 to 8. .$1.60 


4109—Child’s Patent, 84% to 11 1.90 
= 5109—DMisses’ Patent, 1142 to 2 2.25 
2108—Child’s Tan Calf, 2 to 5. 1.35 
3108—Child’s Tan Calf, 4 to 8. 1.60 


4108—Child’s Tan Calf, 8% to 
11 


DAS cad. cua ss 


e 3138—Child’s Gun Metal, 5 to 8 1.60 


E 4138—Misses’ Gun Metal, 812 
5 ig ee ET ae ae 1 





_- 
5108—Child’s Tan Calf, 11% 
+ oa 


AND 


Mey eee 





Weimer Wright & Watkin Co. 


| 39S. SECOND ST. 


a FACTORY: ANNVILLE, PA. 


PHILADELPHIA, PA. 
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GOOD SHOES AT GOOD PRICES 


IN THE 3W’s LENOX LINE 
ALL ARE IN STOCK 


THE ARCH SUPPORT 
SHOE SHOWN IS 
A WINNER 





“Arch Support” 
_ Sizes 4 to 8—EE 


1023—Women’s Black Kid. . 
1024—Women’s All 


1017—Women’s Black Kid Lace 
Oxford .... ad 


Arch support with long counter and 
.90 | steel shank pieces. 











THE JODHPUR 


A RIDING BOOT AS 


ORIGINATED IN 





INDIA 


It has developed 
a great vogue 
with really 
smart people. 
Ours are En- 
glish made—di- 
rectly imported 
and made of the 
highest grade 
English leather 
—by crafts- 


men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 


and quality. 


IN STOCK 
Tan Willow—Black 


Calf 


and Patent Colt 
For Men and Women 


COLT CROMWELL CO., Inc. 


596 Broadway 


New York City 


We carry all riding accessories, boot trees, boot hooks, boot jacks, 


non-rust spurs and chains, riding crops. 
large variety. 





Also—leather puttees in 
Send for catalog. 









































. . $2.60 


Patent 2.65 Patent Colt One Strap 


Diamond Cut Out 
2.60 


4609— 812 to 1l.. -- one 
5609—114% to 2...... 2.15 


Same—But Black and White Trim 


4612— 8% to 11 
5612—11% to 2........ 2.15 
7612— 2% to 6 (Cuban Heels) 2.45 





BATHING SHOES 
Underpriced 


Best Quality All Rubber 
Bathing Shoes in Following Colors: 
Red—Blue—Black 


Packed in Cartons—24 Pairs to Case 
















Misses’ 

Women’s Solid Colors Men’s 
Solid Colors 6-2 7-2 Black Only 
3-7 3-8 S-2 9-2 6-10 
$4.50 doz. $4.00 doz. $4.50 






In 25 case lots—$4.00 doz. across the board. 






—also— 





Women’s White Tennis Oxfords, Crepe Soles 









Sizes to 24 pairs case. 






3/2%—3 /3—8 /4—5 /5— 
2/6—1/6 %Y—4/7 
65c. per pair 
You save over 35%. 









AU Prices Net 
F.O.B. Boston 






J. A. KEMLER 


Underpriced 


108 Lincoln St., Boston 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 


Monday of the week of publication in order that advertisements be 
Otherwise insertion will be put over to the following week’s issue. 


published same week. 




















POSITIONS WANTED | When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES laprestgennsd roa vertisers desire replies forwarded direct to their address 
R —— Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL “ner =_—_ $1.25 vertisement and paid for accordingly. 
ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
SALESMEN WANTED SALESMEN WANTED LINE WANTED 











SALESMEN 


If you have had an “Eye” for a SNAPPY and good quality line of Men’s 
dress oxfords that retails for $4.00 we have it. Best line of styles and patterns 
made. Those REALLY interested need apply. A few good territories still 
open. Commission 5% and bonus. Give references in first letter. 


FASHION SHOE CO., 190 Lincoln St., Boston, Mass. 





WANTED popular priced line of men’s or 

women’s shoes for territory in Central 
States, line priced so as to appeal to volume 

and retail buyers. Address C-912, care Boot 

oot Shoe Recorder, 207 South St., Boston, 
ass. 


LLINOIS salesman wants line of men’s 

leather house-slippers. Trade established and 
references A-No. 1. Address. Room 411, 
Y. M. C. A., Peoria, Illinois. 

















WE need several men to carry as a sideline 
our products of spats and shoe novelties POSITION WANTED 


and cut steel buckles. Applicants must send 





references in their first letter in order to be 

















WOMEN’S LINE WANTED 


Experienced salesman covering Middlewestern 
territory and thoroughly acquainted with the 
better class retail and wholesale merchants is 
open for a line of women’s or children’s .shoes. 
Very best of references supplied. For further 
information address: Bex C-920, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











INE wanted of women’s or children’s popular 

priced shoes for Indiana. Prices to appeal 
to volume buyers. Novelties preferred. Address 
C-926, care Boot and Shoe Recorder, 20 South 
St., Boston, Mass. 





AVE following in New York City to put 

across boys’ and men’s proposition. Address 
C-921, care Boot and Shoe Recorder, 239 W. 
39th St., New York. 


A POPULAR price shoe line wanted by ener- 
getic salesman for New York. References. 
Address C-922, care Boot and Shoe Recorder, 
239 W. 39th St., New York. 























ANTED—Snappy line of medium priced 

women’s shoes out of Boston, New York 
or Philadelphia for Central and Eastern Pennsyl- 
vania. Who’s got them? Address C-928, care 
a and Shoe Recorder, 207 South St., Boston, 
Mass. 











considered. MANOLIS MANUFACTURING 
pgm aah 4248 No. Crawford Ave., Chi- 
ee nan BUYER AND STORE 
IDE line—Boys’ and girls’ McKays and MA 
ce mage Will ~~ conflict with ww NAGER 
novelties or men’s. pen territories include : . 
Texas, Mississippi, Alabama, Arkansas, Kenees, Thoroughly experienced executive 
ebraska and Missouri. ress C-930, care desires nnection with liv il 
Boot and Shoe Recorder, 1627 Locust Street, " connection with live reta 
St. Louis, Mo. store or shoe department. Twenty 
“ : " years’ experience, twelve as man- 
ALESMAN wanted: To sell a line of shoe ‘ . 
Suttons, —_ and ——., ag Ft ager and buyer. Highest refer- 
tories open. eferences required. ress ili 
C-925, care Boot and Shoe Recorder, 207 South ences as to character and ability. 
St., Boston, Mass, ADDRESS BOX NO. C-932 
care. Boot and Shoe Recorder, 
ANTED—Salesmen for Rocky Mountain 
States, North and South Dakota, Minnesota, 207 South St., Boston, Mass. 
Wisconsin and Iowa, to sell an In Stock Line 
of five, - ro seven dollar page fe > shoes 
on straight commission basis. Applications 2 
to receive consideration must give references Information for Shoe Merchants 
and go into details. Confidential. No objection The advertising pages of the Boot and Shoe 
to non-conflicting line. Our men have been Recorder constitute an almost inexhaustible source 
notified of this ad. Write C-914, care of Boot of information as to where and what to buy. They 
and Shoe Recorder, 207 South St., Boston, are worthy of your closest attention. 
Mass. 
SHOE salesman to carry well-advertised, FOR SALE 
pular priced line of soft and hard toe 


FOR SALE 





ballets and turn boudoir slippers in leather 





and satins. Commission basis, in-stock propo- 
sition; very profitable sideline. JOHN EF. 
McNAMARA, Haverhill, Mass. 





POSITION WANTED 





shop or department store somewhere, who is 





department. ‘Have had. long. experience ‘and Due to liquidation, the complete equipment and lease of one of 
=" Seg ge -y —f Cleveland’. finest fo stores ai Sie wl This store, 20 x 70 feet 
of the country. Address C-927, care Boot and : 4 ’ 
Shoe Recorder, 239 W. 39th St., New York. is on Euclid Avenue, and is a most desirable location for the sale of 

men’s or women’s shoes. Contains everything necessary for up-to- 


CHAIN store opportunity—Shoe manufacturer 


with up-to-date lant, lo: tablished, ‘ . . ‘ 
An py Pye the-minute shoe store, sufficient shelving for 10,000 pairs, balcony, 


profitable business, well financed, with A-1 repu- 


tation for making men’s fi hoes, hi y ‘ . m i 
h iit ‘cuinet teteil et senell. dry basement, parking space in rear. For further particulars write 


store where present output is. sold at retail. 


Wishes to associate with three or four reliable C-931, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


retailers in a chain store proposition. Address 
C-929, care Boot and Shoe Recorder, 207 South 





FOR SALE 


ied said. siren. > Complete Shoe Store Equipment 
looking for a position with a wide-awake an d D esirable I e 








St., Boston, Mass. 
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FOR SALE 











WANTED TO PURCHASE _ 
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_ GLASS EYES 









FOR SALE 


Two most beautiful women’s exclusive 
shoe stores in Indiana and Michigan, 
forty miles apart. Operating profitably. 
Pressed for capital. Must sacrifice. 
Reply care of 


BRAUER BROS. SHOE CO. 
22 So. Sarah St., St. Louis, Mo. 











FOR SALE—Established shoe store in thrivin 

northern [Illinois town of 40,000. Goo 
lease, reasonable rent, invoice $6,000.00. 
Address C-913, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





RARE, opportunity to buy a ladies’ and chil- 
dren’s well established shoe store. City of 
forty thousand in New Jersey near New York 
market. Not much capital need Owner 
interested in other business. Address C-923, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 
surplus or slow sellers. Quantities by object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
ence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnish 
goods, etc. Dry Dock 085: 








Bunny Eyes NEW YORK 










GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
other decorative pur- 
poses. 

G. SCHOEPFER 
16-18 W. 36th St. 











CASH PAID 


for entire shoe stocks or surplus stocks 
shoes or other merchandise. Any eens Mg 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1443 





‘STORE SUPPLIES | 




















FOR SALE—Shoe store in Northwestern Ohio 
town of 5,000. Beautiful modern front. 
Excellent room in splendid location. Tile floor, 
steam heat and large cement basement. Small 
clean stock. Wonderful opportunity for party 
with small capital. Address C024. care Boot and 


Shoe Recorder, 207 South St., Boston, Mass. 








FOR LEASE 





Fe. TO LEASE FOR SHOE _ DEPART- 
MENT. 100% main floor location in live 
store, live college town of 20,000. Women’s 
shoes only of medium and better grades. 
Address WIESEL-LEHMAN, Tuscaloosa, Ala- 
bama. 


OR LEASE—Space for men’s shoe depart- 

ment in the fastest growing city in Texas. 
Population 185.000. One hundred per cent 
location. The W. L. Douglas Shoe Co. have 
occupied next door to us for the past ten years 
now vacating. Will rent space to first class 
concern. Excellent window display. Have long 
lease and will rent on percentage basis. Can 
give immediate possession. Must act at once. 
Apply LUBIN’S, INC., 806 Main Street, Fort 
Worth, Texas. 


OR LEASE—Building with store and two 
floors. 100% location. Dimensions 15 x 53. 
Equipped for shoe store. Retail business for- 
merly conducted here successfully for more 
than 50 years. Inquire GUARANTEE 
CLOTHING CO., 29 Water Street, Newburgh, 
New York. 














TO LET 





) LET—Modern equipped basement for 

women’s and children’s popular price shoes 
100% location. Main floor handling women’s 
popular price ready-to-wear. LOGAN’S, 126 
Wyoming Ave., Scranton, Penna. 








FOR RENT 





OR RENT—Shoe Department space in fine 

women’s department store at Troy, . # 
Reasonable rental, permanent window display. 
Write MUHLFELDER CO., 20 Third Street, 
Troy, N. Y. 


OR RENT—Shoe department in popular 

price cash department store in New York 
State. Now doing splendid business; can be 
increased to $100,000.00 per year. Permanent 
window display; best reasons ffor _ selling. 
$10,000.00 cash required. Address C-902, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Sell Us Your Left Over 


New Yorx Export Purcuasine Cozpr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














STORE SUPPLIES 





ESTABLISHED 90 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co... 
[3308 Caaions a caatey Tee) 
263-271 LEXINGTON AVE , BRODKLYN. w¥ 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 
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Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















| SEGALLES SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


































SHOE 






LABELS 


The DISTINCTIVE arid 
PERMANENT MARK 


F.H 







»~-KLUGE 





WEAVING CO. 


33°39 W 34TH ST. N.Y.C. 


Phone 







WISCONSIN 8130 
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MERCHANT NEEDS 


MERCHANT NEEDS 


STORE SUPPLIES 











The Fixtures They All Like 





ASK for 





WINDOW DISPLAY FIXTURES 











ta 


"tae SALES ARE MADE ON THE SIDEWALK” 














Write on Your Letterhead 


The Oscar Onken Co. , cincinnati,0. 


No. 611 W. 4th Street 




















EVERN 
KNOWN TYPE 


t 


DISPLAY FIXTURE 











Teaching How to Wear Clothes 


New Idea to Be Tried Out at St. Louis Pageant 


LL of the re- 
cent furore 
about blonds 


versus’ brunettes 
is by no means 
settled. There’s 
still the Perfect 
Garment Model 
Contest to be held 
by the St. Louis 
Fashion Pageant, 
Aug. 4 to 17. 

Established by 
the St. Louis gar- 
ment  manufac- 
turers and wholesalers to develop 
the style prominence of the St. 
Louis market, with its theme of 
“Art in Industry,” the Pageant has 
now gone to the public in an effort 
to foster interest in the more grace- 
ful wearing of apparel. In many a 
metropolis over the country the 
blonds and brunettes are now vieing 
with each other in local contests, in 
which the most nearly perfect gar- 
ment model will be selected to send 
to the National Contest in St. Louis. 

Winners in two of the early con- 
tests are shown here. They are Miss 
Cleveland and Miss Clinton. Both 
happen to be brunettes, about 5 feet 
6 inches high, and weighing about 
120 pounds. 

The girls who come to St. Louis 
to compete during the Pageant, Aug. 
4 to 17, will be the guests of the St. 
Louis market, and will contend for 
a $1,000 prize. 

Plans are rapidly being com- 
pleted for the eleventh annual 
Fashion Pageant. The Perfect Model 





MISS CLINTON 


lowa 


Contest is only one of many new fea- 
tures that have been incorporated. 
Among the changes is the elimina- 
tion of men’s wear showings on the 
runway, and the concentration on 
women’s apparel. Merchants visit- 
ing St. Louis during the Pageant 





MISS CLEVELAND 


She and Miss Clinton are entrants 

in the Perfect Garment Model 

Contest which will be a feature of 
the St. Louis Fashion Pageant 


will find it an excellent guide to 
their operations in the market, giv- 
ing complete representation to the 
dress, coat, millinery, footwear and 
accessory lines that comprise the 
women’s apparel industries of the 
city. 


NTERSPERSING the three 
promenades which are always the 
feature of the Pageant there will be 
spectacular entertainment ensembles, 
in which dancing, singing and excep- 
tional specialty acts will take place. 
Special music and lyrics are to be 
written for the occasion. 

In addition to the Pageant, the St. 
Louis market has arranged other at- 
tractions for visiting merchants. 
The convention of the American Re- 
tailers Association, the week of 
Aug. 1, with its one-day educational 
program featuring six of the most 
interesting speakers and _ subjects 
available, will prove a real experi- 
ence. The Merchants Transporta- 
tion Association is also holding a 
convention in St. Louis the week of 
Aug. 15, with an educational pro- 
gram on merchants’ traffic problems. 
Both of these conventions allow mer- 
chants to obtain fare-and-a-half on 
their buying trips. The semi-an- 
nual banquet at which merchants 
are the guests of the market is to 
be held on the evening of Aug. 3. 

The Pageant will be held on every 
night, from Aug. 4 to 17, in the 
Garden Theater, St. Louis’ beautiful 
new open air theater which was de- 
signed as the home of the Fashion 
Pageants. 
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eK x 
Kid Boudoirs 


Greeley Boudoir slippers are of black 
or colored Kid wi ther or rubber 
heels. A sensible slipper, carried in 
stock for immediate delivery. Ask your 
jobber for them—and wire 
us if he cannot deliver. 







Deliveries At Once 
STOCK 


36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


























30 Lines—Men's House 
Slippers. Always in 
stock. Price Range 
$2.25 to $4.25. 

No. 425—Tan Kid 
Opera, $2.35. 

















Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 


Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 


Moderately Priced Restaurant featuring a peerless cuisine 
Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 
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NEW GROVER 
IN STOCK STYLES 





No. 6805 


No. 6805. Black Kid. Cut-out quarter. 224 Last. 
Turn sole. 13/8 covered wood heel. 
In Stock Widths, AA-D............... $5.50 


No. 6873. Black Kid. Cut-out quarter. 224 Last. 
Turn sole. 13/8 covered Cuban wood heel. 
Im Shock Widths, AAgD...cccccccccceses $4.85 


No. 6870. Same style as 6873 in Black Patent. 
In Stock Widths, AA-D................. $4.85 





No. 6873 


J. J. GROVER’S SONS CO. 


STONEHAM, MASS. 


Boston Office: New York Office: Los Angeles Office: 
534 Hotel Statler Marbridge Bidg., 1020 Loew's State 
Bldg. 47 West 34th St. Bldg. 


Park Square 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoE RecorpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you. will find 


in the 


Boot and Shoe 


Recorder 





CROSS-SECTION of the smart- 

est numbers of the mid-season 
markets will be revealed in next 
week’s issue. 


T? think proportionately is the 

important thing in the 
industry. We have asked a 
number of shoe merchants to give 
us the exact proportion of their pur- 
chases in men’s and women’s foot- 
wear. The opinions come from all 
parts of the country and constitute 


most 
shoe 


one of the greatest features ever 
presented in the BooT AND SHOE 
RECORDER. 


S a profit without honor in your 

store? Well, it will do you good 
to read what many merchants have 
written to President Geuting, who 
starts in, with their help, to destroy 
“the curse of the shoe trade.” Will 
you help? 
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seat to Heaven 


oa the Altitude of a. Chopine” 


NTIL the end of the fifteenth century, 
shoes were generally made of soft leather 
Sega heels or sturdy soles. Since these 
perishable:shoes were unfit for use on muddy 
streets, it was the custom to wear them inside 
of wooden clogs. Fhe Chopine was a stilt- 
like clog that sometimes measured over twelve 
inches in height. This style of clog was fa- 
vored by Venetian women and later became 
popular in England. Shakespeare points a shaft 
of humor ,at this clog. when he has Hamlet 
exclaim, ‘‘ Your ladyship is nearer to heaven 
than when I saw you last, by the 
altitude of a chopine.”’ 


Chopines appear ridiculous to us 
because we are accustomed to foot- 
wear thae is practically weather- 
proof. Wet weather will not affect 
the style and character of the toe if 
the shoe is equipped with (elastic 
—The Quality Box Toe. 
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